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N. J. Agents Prepare 
To Mail Appointment 
Pledge to Companies 


Expect Large Majority of Fire In- 
surers Will Adhere to Provi- 
sions as Written 


AGENTS TO AMEND BY-LAWS 


Will Call Special Meeting of Asso- 
ciation Later to Assure Full Co- 
operation With Companies 











Following approval by the New Jersey 
Association of Underwriters at its mid- 
year meeting in Newark on March 8 of 
the text of the pledge—to be signed by 
fire companies authorized to do busi- 
ness in New Jersey—regulating the ap- 
pointment of agents in that state, the 
special committee of the association in 
charge of this whole matter is preparing 
a letter to be sent soon to the com- 
panies along with the pledge to be 
signed. Action by the New Jersey agents 
on this problem of agency appointments 
was not taken until the association was 
assured of the support of many compa- 
nies, as represented in the negotiations 
by a committee of company executives. 

When the annual meeting of the New 
Jersey Association is held in Atlantic 
City about the first of September the 
agents’ committee, headed by Past Presi- 
dent H. Donald Holmes, hopes to be 
able to announce that actual signing of 
the pledge has progressed satisfactorily. 
It is expected that a large majority of 
the fire companies will agree to the terms 
of the pledge. 

Agents Prepare Change in 
Ass’n By-Laws 

Meanwhile the New Jersey agents’ as- 
sociation is also preparing to carry out 
its part of the plan to make the terms 
of this arrangement workable. The 
agents’ committee is now engaged in 
writing an “in or out” rule amendment 
to the by-laws of the association con- 
Stitution which will bind members to 
represent only those companies cooper- 
ating with the association; or, in other 
words, not to represent companies failing 
to subscribe to the pledge. This pro- 
posed amendment will be submitted to, 
considered and acted upon by the officers 
and executive committee, past-presidents 
and county vice-presidents, following 
which a special meeting of the entire 
New Jersey Association will be called to 
vote on the amendment. 

No date has yet been fixed for this 
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He that will not 
when he may, 
When he would 
—he shall have 
nay. 
—John Heywood, 
1497-1580 
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HAT sound advice today 

are these words of wisdom 
issued four hundred years ago 
by this famous English drama- 
tist. How apropos they are in 
describing the people who wait 
until after a disaster before 
thinking of insurance and then 
finding out it is too late. Mod- 
ern insurance agents can use 
this advice to good advantage 
when dealing with a procrasti- 
naling property owner. 


* ORIENT 


PARTMENT) 
AMERICA 























Insurance Instruction 


The American College of Life Underwriters has completed 
a survey of insurance instruction in the colleges and universities 
of this country, from which report one learns the great extent to 


which it has been developed. Last year, 235 colleges and uni- 


versities offered a total of 584 courses. 





Of these courses 22 percent had been started prior to the 
year 1926, and the remainder in later years:— 
1926-1930, 15.8 percent. 
1931-1935, 13.9 percent. 
1935-1939, 23.8 percent. 
Not stated, 24.5 percent. 


Approximately one-third (194 out of 584) of the courses, and 
about 30 percent of the students (5,469 out of more than 18,000) 
were in the group devoted to life insurance or related courses. 


A significant disclosure is the relatively more rapid growth 
of those special insurance courses which are in life insurance 
and related fields, for which credit should go to the influence 


of the C.L.U. movement. 


It is interesting to learn that the growth will continue during 
the next few years, judging from the fact that 32 new courses | 
are being planned, of which 15 are intended for life insurance. 
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Sees Insurance Dep’t 
Stripped of Savings 
Banks Supervision 





Bill Turns Banks’ Insurance Admin- 
istration Over to Superintend- 
of Banking 


BANKS WOULD GAIN AIMS 
Most of What They Originally 


Sought Is in New Bill, Even to 
Central Fund 








The way insurance people read the 
thirty-eight page bill to amend the Sav- 
ings Bank Life Insurance law, intro- 
duced in the New York Legislature last 
week by Senator Pliny Williamson and 
Assemblyman R. Foster Piper, the sav- 
ings banks would get a good part of 
the things they contended for when the 
original act was under consideration. 

Of first importance is the amendment 
that would take Savings Bank Life In- 
surance administration away from the 
State Insurance Department and place 
it in the State Department of Banking. 

Every place in the existing law where 
the Superintendent of Insurance has 
powers of supervision there is substi- 
tuted either the Superintendent of Banks 
or the trustees of the Savings Bank Life 
Insurance Fund. These fund trustees, 
who are to be nominated by the savings 
banks and appointed by the Superintend- 
ent of Banks, are required to be trus- 
tees of such banks. 

Broad Powers of Trustees 

The trustees are given responsibility 
of preparing all forms to be used in the 
insurance departments of the banks; 


’ they are to prepare tables of premium 


rates for all insurance policies, set the 
surrender charges, amount of policy 
loans, and compute the reserves. The 
premium rates, reserve bases and values 
are to be set “with the approval” of the 
Superintendent of Insurance. Under the 
present law all these functions are per- 
formed by the Division of Savings Bank 
Life Insurance in the Insurance Depart- 
ment. 

Some insurance people who have read 
the bill cannot find that the Superintend- 
ent of Insurance has retained even the 
right to revoke or suspend the certificate 
of authority of a savings bank to write 
insurance. The licensing authority would 
be vested in the Superintendent of Banks 
specifically under the Williamson-Piper 
bill. Also, the entire section of the gen- 
eral insurance law which gives the Su- 
perintendent of Insurance power to li- 
cense and to revoke or suspend the li- 
cense of an insurer (Section 40) is spe- 
cifically exempted as to Savings Bank 
Life Insurance. The Superintendent of 
Insurance appears not to have the right 
to examine the insurance departments of 
savings banks, but it would be an empty 
function, anyway, if the power of re- 

(Continued on Page 15) 
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TODAY, as you read this advertisement, a 
fine old gentleman and his wife are basking 
in the sunshine of a little California town. 
They can afford to take things easy, for 
theirs is the security of Provident Mutual 
monthly income checks. They are two of 
the nearly 40,000 policy owners who, in the 
last 75 years, have received a total of 132 mil- 
lions of dollars in their declining years from 
Provident Mutual Endowment policies. 


Today in another city a young widow 
and her children face life bravely and fear- 
lessly because punctually on the first of 
every month they receive a Provident Mu- 
tual income check, guaranteed as long as 
the mother lives. From the fulness of her 
heart she writes: “I don’t know what I 
would do without it.’’ She is only one of 
the 37,000 individuals to whom the Provi- 
dent has paid 190 millions of dollars in 
death claims since its organization in 1865. 


550,000 FAMILIES SHARE A BIRTHDAY 


Today in an Eastern university a boy is 
poring over a chemistry text-book. He had 
not expected to go to college, for his Dad 
had been wiped out by the depression. But 
fortunately there were still the cash values 
of Dad's Provident policies—and a life-long 
ambition will become a reality for him as 
well as for many of the thousands to whom 
the Provident has paid 182 millions of dol- 
lars in cash values, annuities, and other 
values, not including dividends. 


x * * 


These stories, repeated many times over 
with countless variations, are the stories of 
the approximately 150,000 families who 
have already benefited from Provident 
Mutual service, and typify the aspirations 
of the nearly 200,000 families who today 
are banded together as owners of the Com- 
pany on its 75th birthday. To thcm we ex- 
tend our birthday greetings, and on this, 


IN 75 YEARS 


Total Paid to Policy Owners and Beneficiaries 
Plus Funds Held for their Benefit . 


Total . 


As against Total Premiums Received in 75 Yearsof.... - 
Excess for the Benefit of Policy Owners and Beneficiaries . 





our diamond anniversary, we take pride 
not so much in our millions of assets, nor 
in our nearly one billion of insurance in 
force, as in the homes which have been en- 
riched through the magic miracle of life 
insurance. 


A leading role in this every-day drama of 
living is played by the Provident Mutual 
agent, who through times of adversity as 
well as prosperity has helred to safeguard 
the future of his clients. The high esteem 
of the people he has protected is a tribute 
to his friendly service. 


We invite you to send for a copy of Provi- 
dent Mutual’s 1939 Annual Report, includ- 
ing the balance sheet of assets and liabili- 
ties ; the summary of income and disburse- 
ments; and the list of securities held by 
the Company for the benefit of its policy 
owners and beneficiaries. 


$647,863,000 
363,713,000 

- $1,011,576,000 
876,281,000 
$135,295,000 
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Rhodes Club of Berkshire Life 


By W. L. Hadley 


The thirteenth meeting of the Rhodes 
Club of the Berkshire Life, Pittsfield, 
Mass., was called into being in the main 
lounge of the Miami-Biltmore Hotel, 
Coral Gables, Fla., on Monday morning 
of last week following an “Early Bird 
Breakfast” in that hostelry’s Terrace 
Dining Room. And it was an early bird 
breakfast in every sense of the word, 
with all hands on deck, both men and 
women of the party. 

Named for the president of the Berk- 
shire Life, and bringing together the 
leading production units of that company, 
the Rhodes Club is a pulsating, hard- 
working organization. Greeted by Mil- 
ton M. Chapman, managing director of 
the Miami-Biltmore, through Convention 
Director Dahl, the delegates to the con- 
vention were welcomed by Fred H. 
Rhodes, president, who, assisted by L. 
B. Hendershot, manager of agencies, in 
the absence of S. Winings, agency 
secretary, detained at Pittsfield through 
illness, presented the Tip Toppers and 
Rhodes Club emblems earned since its 
last meeting at Old Point Comfort, Va. 

Then Harrison L. Amber, vice-presi- 
dent, went right to work “Fitting Your- 
self (Everybody) Into the Scheme of 
Things” in a warm, inspirational talk. It 
may not be generally known that Vice- 
President Amber used the personal ex- 


perience in the field of selling of his 
father in developing his theme. 

This talk was followed by “The Four 
Attributes of Success” as seen by Lewis 
3. Hendershot, manager of agencies of 
the Berkshire Life. 

“Profitable Prospecting” formed the 
basis of a fine presentation of that sub- 
ject by Pemberton B. West, CLU of 
the Furey agency, Pittsburgh, and he 
did a highly satisfactory job, too. 

Following luncheon in the Giralda 
Room, F. A. C. Tocque, the Byron 
Howes agency, Chicago, discussed “How 
to Make the Most of Your Selling Time.” 
This talk was given with actual working 
charts from experience of the speaker. 

“Better Sales Presentation” brought a 
fine discussion of that subject from Wil- 
liam C. Smerling, CLU, of the S. Samuel 
Wolfson agency, New York City. “Bill” 
is very well acquainted with the sales 
alphabet as it applies to insurance, at 
the same time being a forceful and con- 
vincing speaker. He gave a good ac- 
count of himself. 

The big gun of this session was saved 
for the closing address when C. R. F. 
Wickenden of the James B. O’Brien, 
Inc., agency, Albany, N. Y., was pre- 
sented to the convention. The new pres- 
ident of the Rhodes Club made a talk 
on “Wanting to Succeed—ENOUGH!” 

Excerpts from some of these talks 
will be found in other columns of this 
report of the Rhodes Club meeting, to- 
gether with pictures of some of the 
personalities attending the meeting. 


Agent Must Fit Self Into Scheme of 
Things As They Are, Says H. L. Amber 


The importance of the life insurance 
producer fitting his business life into 
the scheme of things as they exist and 
developing his ambition was stressed by 
Harrison L. Amber, vice - president 
Berkshire Life, in addressing the Rhodes 
Club convention of that company held 
in Miami March 10-13. Illustrating the 
need of determination and a willingness 
to pay the price success demands, Mr. 
Amber told how his father, many years 
ago in Iowa, spent weeks in all kinds 
of weather, at all seasons, driving his 
horse and buggy over the country roads 
to sell tomb stones and often returning 
without a single order. But determina- 
tion and willingness to pay the price 
made him, after a time, the top sales- 
man in his line for that section. 

“So many people try to buck the 
tide,” said Mr. Amber. “They try to 
make all things fit to their scheme. The 
result of it is that they are not only 
failing but they are unhappy in their 
failure. The happy and successful per- 
son is the one who tries to fit his affairs 
into the scheme of things as he finds 
them. This, I think, all important and 
well for you to heed. 

“But so far as your own careers are 
concerned it is apparent that the public 
demands superior service because the 
public is becoming an increasingly criti- 
cal buyer, because of a better under- 
Standng of life insurance. Certainly 
many of you here today have seen in 
your experience the change that has 
come about in life insurance selling. 
Life insurance men have in the past 
een quite a nuisance. Why? Because 


they did not sell properly. It was ac- 
tually true that it was easier to buy a 
policy than to try to get rid of the agent 
without it. Those days are gone. To- 
day the public demands service if they 
are going to spend their money. Today 
a life insurance salesman must show 
that the service life insurance renders 
is worth more than it costs. 


Making the Scheme of Things a Helper 


“The scheme of things is such that 
people dislike developing new habits, 
new ways of doing things, and it will be 
your privilege and responsibility to show 
them that the old habits, the old ways, 
include the purchase of life insurance 
as a matter of course. The scheme of 
things is that I, the prospect, am great- 
ly interested in certain matters, such as 
my business, my family, my hobby. Are 
you fitting me into those things or are 
you in competition with them by ignor- 
ing them? If you are to sell me busi- 
ness insurance you must fit insurance 
into my business. It must be fitted in 
so that I can see, as a business man, 
that life insurance is a distinct aid to 
the success of the business. I do not 
care anything about whether you make 
a commission or not. I am interested 
only in one thing—does this life insur- 
ance which you propose benefit me to- 
day and my business associates tomor- 
row? If it does not do that I want 
none of it. 

“If you can show me how life insur- 
ance will send me every Winter to 
Tucson, Ariz., where the climate is the 
most delightful in the world, where I 


Meets In Miami 


will be free from sinus trouble, where scheme to sell a policy I want none of 
the aches and pains of this body of _ it,’ 
mine will disappear, then I want some 
But if it is just a 


Continuing, Mr. Amber said: “The 


of your product. (Continued on Page 16) 


% 





Top row, left to right: Vice-President Harrison L. Amber, President Fred H. 
odes, C. R. F. Wickenden, president Rhodes Club. 
Second row, left to right: New officers of Rhodes Club—R. A. McKean, Jr., 
Stanley A. Verminski, R. F. Thorne, C. R. F. Wickenden. 
Third row, left to right: Members of original Rhodes Clubh—W. A. Haberbush, 
T. J. Shannon, E. Leo Spain, J. F. O’Brien, H. T. O’Brien. 
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Travelers 55 John St. Agency 


Franklin Toops, Who Came Here From Columbus, O., Ten 
Months Ago, Heads a Rapidly Growing 


Organization 


One of the New York City agencies 
which has been making a consistent in- 
crease in production in recent months is 
that of the Travelers at 55 John Street. 
The manager of that office is Franklin 
Toops, formerly well-known in Travelers’ 
organization in the mid-West, an un- 
usually able executive who was trans- 
ferred here about ten months ago. Mr. 
Toops has given considerable time to or- 
ganization building, and now has a staff 
of seven assistant managers and a num- 
ber of field assistants. 

The organization at 55 John Street is 
comprised of approximately 200 contract 
agents and the branch does business with 
approximately 800 brokers. Cashier of 
the branch is Ralf K. Wilson, who has 
been with the 55 John Street building 
since it was Travelers. Each of the 
assistant managers has a definite respon- 
sibility. Names of these managers and 
the particular work which engages their 
attention and the field assistants, follow: 
Assistant Managers and Field Assistants 


Bernard J. McKenna came to 55 John 
Street in January, 1940, as assistant man- 
ager in charge of life production. At 
present time he is devoting the major 
portion of his attention to the company’s 
Salary Allotment plans and its Whole- 
sale Regular Life production. J. Harold 
Medlock is assistant manager in charge 
of Life, Accident and Groun business 
from the company’s outside contract 
agents and its brokerage connections. 
He has with him two field assistants, 
acting as assistants in the brokerage end 
of the work. These assistants are Ken- 
dall F. Jones and John A. Edwards, both 
of whom devote their entire time to 
contacting brokers for Life, Accident 
and Group business. Robert A. Cun- 
ningham, formerly associated with the 
brokerage department of the office, on 
January 1, this year, assumed the _ re- 
sponsibilities of general assistant man- 
ager and has charge of recruiting of 
new agents. He is also assistant man- 
ager in charge of the agents located on 
the ninth floor of the 55 John Street 
building. Walter W. Canner, who is 
not only familiar with production meth- 
ods but also is a trained underwriter, 
has as his responsibility the production 
of Accident business from all agents and 
brokers. Arthur D. Williams has charge 
of the agents located on the thirteenth 
floor of the building. John D. Katten- 
horn has charge of the agents located on 
the twelfth floor, and Harry L. Hill has 
charge of agents located on the eleventh 
floor. Robert R. Onderdonk, assistant 
manager in charge of the training of 
agents, has associated with him two field 
assistants—John H. S. Candee and 
George R. Knorr, Jr. The latter devote 
their entire time to training of new re- 
cruits. 

Started Writing Here Early in 
Company’s History 

The Travelers, which began writing 
business towards the end of the Civil 
War, was during its early experience in 
New York City located at the corner of 
Broadway and Fulton Street, Broadway 
number being 207. Original office was 
in a basement and first agent here was 
Edgar Foreman. He was succeeded by 
Edward C. Fisher and the office was 
moved to the ground floor. After a year 
R. M. Johnson joined the company here 
and twelve months later went into part- 
nership with Fisher. Name of the firm 
for sometime was Johnson & Fisher. 
Johnson was father of Harry Johnson, 
one of the Travelers veterans at 55 
John. The Travelers offices at 207 
Broadway had St. Paul’s Chapel as a 
neighbor, and a short distance away 
was the old Astor House, leading hotel 
of New York for some years. 

From 207 Broadway the company 
moved to 31 Nassau Street in the Bank 


of Commerce Building where it remained 
half a dozen years, then going to 76 
William Street, its home for a consid- 
erable period. For sometime, the com- 
pany’s life insurance manager in Greater 
New York was Thomas B. Spencer. He 
was succeeded by Frank Eagles who in 
turn was succeeded by E. B. Garrison. 
Next came Earles F. Holmes, one of the 
outstanding personalities in the insur- 
ance field of the metropolis. In 1921 
the Travelers moved to 55 John Street, 
where it occupies the entire building. 
Mr. Holmes was succeeded by A. J. 
Frith, who left New York to make his 
home on the Pacific Coast. 

Franklin Toops 

Manager Franklin Toops has been 
with the Travelers since 1920. His first 
position in the organization was as a 
special agent in Columbus, O. Two 
years later he was made assistant man- 
ager of the Life, Accident and Group 
departments of the Columbus office. Next 
year the company transferred him to 
Louisville as manager of the office in 
that city. He remained in Louisville 
as manager for six years when the com- 
pany sent him to Chicago for a time. 
Then he returned to Columbus as man- 
ager in 1937. 

Mr. Toops’ entry in the New York 
scene was in May, 1939, when he was 
made acting manager at 55 John Street. 
He succeeded R. N. Haines as manager 
at 55 John in October when the latter 
went on leave of absence because of ill 
health. 

Careers of 
follow: 

Careers of Assistant Managers 

After attending school in Kansas City, 
Kan., Bernard J. McKenna spent two 
years in De La Salle Academy after 
which he studied law for two years in 
Kansas City School of Law. Leaving 
law school he joined Sinclair Refining 
Co. and when United States entered 
World War he served in Navy. After 
the war he made New York his home 
and was salesman for a local wholesale 
ice cream firm following which he be- 
came New York district sales represen- 
tative for J. C. Hubinger Co. of Keokuk, 
Ia., corn products manufacturers. In 
that work he sold to all wholesale 
grocers in metropolitan area as well as 
to large candy manufacturers. He re- 
mained with the Iowa company for five 
years when he became a field assistant 
at 55 John on January 10, 1927; then 
was transferred to Twenty-third Street 
branch in Flatiron Building where he 
was assistant manager under Thomas W. 
Cole. He continued to serve as assistant 
manager under Mr. Cole when the 
Twenty-third Street branch was moved 
to Empire State Building in January, 
1932. In January, 1936, Mr. McKenna 
was made manager of Empire State 
branch. In January, 1940, he was ap- 
pointed assistant manager, under Man- 
ager Toops at 55 John. 

J. Harold Medlock attended schools 
in Rye, N. Y., and two business colleges. 
He worked in a law office for a few 
months; and in 1915 was placed by 
Earles F. Holmes with the then newly 
organized agency of Perez F. Huff. 
After working jointly for Mr. Huff and 
the late John J. Reinhard, associate 
general agent in Huff agency. Next, 
he worked with Mr. Reinhard in de- 
velopment of agents. He saw service 
in the World War and after the Armis- 
tice he and Mr. Reinhard joined 
Sisley & Brinckerhoff, Inc., then general 
agents of Travelers. He became a mem- 
ber of that general agency and manager, 
remaining until April, 1931, at which 
time he became associated with the 55 
John Street office as assistant manager. 

After leaving school Robert A. Cun- 
ningham enlisted with the 107th Infantry, 


the assistant managers 








FRANKLIN TOOPS 


27th Division, New York National Guard, 


for war service. Following this experi- 
ence he was employed by E. W. Bliss 
Co. as a mechanical draughtsman. 

From 1921 to 1925 Mr. Cunningham 
was in the sales field, selling motor cars. 
In 1925 he joined staff at 55 John Street 
as a field assistant. In 1934 he was 
transferred to the Forty-second Street 
branch office where he remained until 
1937 when he returned to John Street 
as an assistant manager. 

Walter W. Canner is a graduate of 
Trinity College of Hartford, class of 
23. After attending Travelers training 
school he was assigned to the Cleveland 
branch office in April, 1924. Later that 
year he was made assistant cashier. In 
January, 1926, he was transferred to the 
Rochester office as assistant cashier and 
left there in January, 1927, to become 
cashier in the branch at Columbus, O. 
In November, 1934, he was assigned to 
the Yonkers office as cashier and in 
September, 1938, was moved to 55 John 
Street in the capacity of assistant super- 
vising accident underwriter. In January 
of this year he was promoted to assis- 
tant manager in the Life, Accident and 
Group agency department, specializing 
in personal accident and health pro- 
duction. 

Two Native New Yorkers 

Arthur D. Williams is a native New 
Yorker. After completing his school 
studies he did clerical work until the 
outbreak of the World War when he 
joined the Navy, serving for two years. 
Following the war he spent six years 
traveling extensively East of the Missis- 
sippi as representative of a leather man- 
ufacturing concern. In Summer of 1926 
he joined the Travelers as a field assis- 
tant in Life and Accident Department. 
In 1937 he was made an assistant man- 
ager. 

John D. Kattenhorn is also a New 
Yorker. Originally, he started to study 
medicine at Flower Hospital, later en- 
listing with the Flower ambulance unit. 
After the war he joined the B. F. Good- 
rich Co. as salesman. In 1926 he was 
made sales manager of Connecticut with 
headquarters in Hartford, later becoming 
divisional advertising manager. He was 
responsible for the launching of the 
highly publicized Goodrich “Silver Fleet” 
which crossed the continent and back. 

On November 1, 1931, he left Goodrich 
to go with the Travelers as a field 
assistant, Columbus Circle branch. He 
was transferred to 55 John in January, 
1934. In 1937 he was promoted to 
assistant manager. 

Harry L. Hill was born in Greenville, 
S. C., graduating from the high school 
there in 1923. Subsequently, he attended 
Furman University for one year. In 
September, 1924, he matriculated at Uni- 
versity of Richmond, Richmond, Va., and 
was graduated there in 1928 with a 
B.A. degree. In the Fall of that year 
he entered the employ of New Jersey 
Bell Telephone Co. in its business office 
in Plainfield, N. J. In October, 1929, he 
became connected with the credit depart- 





Anzel Made General Agent 


For Continental American 


Jules Anzel has been appointed gen. 
eral agent of one of the midtown New 
York agencies of Continental American 
Life. He was formerly associate genera] 
agent at 60 East Forty-second Street. 

Mr. Anzel joined Continental American 
in 1932 with no previous life insurance 
experience and has qualified for every 
leaders’ club. He is a member of the 
Founders Club and was fourteenth jp 
production among the field force in 1939 





Davis Chosen Denver 


Manager Conn. General 
Connecticut General has established a 
branch in Denver and C. Earl Dayis 
has been appointed manager. Mr. Dayis 
was born in Kansas City but has lived 
in Denver many years. After attending 
the University of Denver he sold space 
for the Rocky Mountain News. He en- 
tered life insurance in 1927; is past pres- 
ident Denver Life Underwriters Ass'n. 





ment of the Chase National Bank where 
he remained until January, 1937, at 
which time he entered the employ of the 
Travelers at 55 John in capacity of field 
assistant. Later was made an assistant 
manager. 

kK. R. Onderdonk, assistant manager, 
attended University of Pennsylvania for 
three years—Wharton School of Finance 
and Insurance. He joined General Mo- 
tors Acceptance Corporation in Phila- 
delphia, remaining two years after which 
he was made assistant director of budget 
sales, Eastern zone, Firestone Tire & 
Rubber Co. Two and a half years later 
he joined the Travelers as field assistant, 
Jamaica, L. I., office. He was transferred 
to John Street in April, 1939, and made 
an assistant manager. 

Field Assistants 

George R. Knorr, Jr., field assistant, 
attended University of Arkansas where 
he majored in history and law. He 
then did special work in international 
economics at Montclair State Teachers 
College. In 1935 he was selected by 
a large casualty company from a na- 
tion-wide group of college men to work 
as an adjuster. He was assigned to 
Philadelphia where he specialized in 
workmen’s compensation, handling cases 
before the compensation court. After 
a brief experience in salesmanship he 
re-entered the adjusting field, going with 
the Insurance Co. of North America, 
being located in Newark. In September, 
1939, he joined the Travelers as a field 
assistant. 

.. F. Jones, field assistant, attended 
Blair Academy where he studied archi- 
tecture. He then became an electrical 
engineer at Nela Park with the General 
Electric. He joined Curtis Lighting Co. 
as lighting engineer and two years ago 
joined the Travelers as field assistant. 
He is a member of the Young Men’s 
Board of Trade. 

J. H. S. Candee attended Lawrence- 
ville School, Lawrenceville, N. J. Then 
for three years he was a student at 
Cornell University. Upon leaving col- 
lege he went with Franklin Simon & 
Co., a Fifth Avenue Department store, 
and Durene Association of America. He 
joined the Travelers in July, 1939, asa 
field assistant. 7 

J. A. Edwards, field assistant, attended 
Brunswick School and was a member of 
the Class of ’36 of Hamilton College. 
For a while he was with the brokerage 
firm of Jackson Bros., Boesel & Co, 
26 Broadway, this city. He joined the 
Travelers in July, 1939. 

Cashier Wilson 

Ralf K. Wilson, cashier, is also in 
charge of home office salaried personnel 
and records and general operation and 
maintenance of the building. After at- 
tending Albany Academy in Albany, 
N. Y., he went to work for a bank in 
that city. He joined the Travelers in 
1910, first going to Manchester, N. H, 
and then to Cleveland. From that city 
he was transferred to Boston and came 
here twenty years ago. 
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National Life of Vermont 
Chicago Appointment 


A. C. BOWSER GENERAL AGENT 





Marc A. Law Continues as Associate 
General Agent; Will Devote 
More Time to Estate Work 





Arda C._ Bowser will be general 
agent for National Life at Vermont at 
Chicago, effective April 1. Marc A. 
Law, who has been general agent in 
Chicago since February 1, 1930, will 
continue with Mr. Bowser as associate 
general agent. 

Mr. Bowser is a graduate of Buck- 
nell University and was a star member 
of the varsity football team, being ac- 
corded national recognition as __all- 
American fullback. He has a success- 
ful record of distributing both life in- 
surance and trucks. For eight years 
he was distributor for the White Motor 
Co. in several states, with headquarters 
in Chicago. His life insurance experi- 
ence dates from 1930. Since then he 
has been a successful producer in the 
field, supervisor and general agent. His 
most recent position was director of 
calary allotment for the National. 

Estate Specialist 

For some time Mr. Law has desired 
to devote more of his time to his large 
clientele and to his work as a consultant 
on estate, income and gift tax matters 
concerning life insurance and annuities. 
In this connection Mr. Law’s services 
have long been in demand, as he has 
a national reputation for his knowledge 
or these important subjects. He has 
specialized along these lines since the 
first estate tax law was passed, over 
twenty vears ago, and during these 
years his advice has been sought by 
many of Chicago’s most prominent bus- 
iness men. He has also been a con- 
sultant along these lines for other life 
irsurance men. Being relieved of or- 
ganization responsibilities, Mr. Law 
will have more time for this work. 


Industrial W ritings On 
Upgrade, Report Shows 


New life insurance for February 
showed a decrease of 1.6% in comparison 
with February of last year, says the 
Association of Life Insurance Presidents. 
The total for the first two months of 
this year was 6.6% less than for the cor- 
responding months of 1939, forty com- 
panies reporting. 

February new business of all classes 
was $561,638,000 against $570,491,000 for 
February of 1939, a decrease of 1.6%. 
New Ordinary amounted to $398,292,000 
against $420,255,000, a decrease of 5.2%. 
Industrial was $125,226,000 against $109,- 
871,000, an increase of 14.0%. Group in- 
surance was $38,120,000 against $40,365,- 
000, a decrease of 5.6%. 

For the first two months new business 
of all classes was $1,214,794,000 against 
$1,300,428,000, a decrease of 6.6%. New 
Ordinary amounted to  $803,830,000 
against $998,930,000, a decrease of 19.5%. 
Industrial insurance was $238,337,000 
against $209,234,000, an increase of 13.9%. 
Group was $172,627,000 against $92,264,- 

, an increase of 87.1%. 





UNION LIFE ELECTS OFFICERS 
The Union Life of Richmond, Va., 
has elected John M. Miller, III, well 
known in Richmond banking circles, as 
second vice-president in charge of in- 
vestments and also a director. W. Mil- 
bourne Neighbors, with the company 
since 1936 and recently made auditor, 
is elected assistant secretary. 





NEW JERSEY LEGISLATION 

_ New Jersey Assembly Bill 90 forbids 
interest in excess of 4.8% a year on loans 
against life insurance policies. Assem- 
bly 173 provides that unclaimed funds 
due upon life insurance escheat to .the 
State, requires insurers to keep records 
of such funds and provides for publica- 
tion of records, 

















All Ways — Always 


Life insurance protection has an appeal 


as Wide in range and diversity as the human 


family itself. 


A break-down of a long list of Pruden- 
tial death claims, on policies of 
$10,000 or more, showed a pre- 
ponderance of the persons insured, 


among these occupations: 


Executives 
Merchants 


Doctors 


But a review of all of the 290,825 death 
claims paid by our company in 1939 
would show beneficiaries from all walks 


of life. 
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Philadelphia Ass’n 
Awards Cup to Orr 


MASS. MUTUAL GENERAL AGENT 





Distinguished Service Trophy Was Pre- 
viously Held by Huebner, 
Paret and Bendiner 





The distinguished service trophy of 
Philadelphia’ Life Underwriters Associa- 
tion has been awarded to Millard R. 
Orr, Massachusetts Mutual general 
agent. The cup was presented at a 
sales congress luncheon of the associa- 
tion March 14. The President’s Cup 


MILLARD R. ORR 


is annually awarded to the member who, 
over a period of years, has made an 
outstanding contribution to the busi- 
ness of life insurance, measured in terms 
of unselfish activity. 

The cup was previously awarded to 
Dr. S. S. Huebner, internationally known 
economist and dean of the American 
College of Life Underwriters; Louis F. 
Paret, Provident Mutual general agent, 
and Irvin Bendiner, counsel, Pennsyl- 
vania State Association of Life Under- 
writers. 

To Mr. Orr was largely due the credit 
for Philadelphia being selected as host 
city for the 1940 convention of the Na- 
tional Association of Life Underwriters. 
A graduate of University of Pennsyl- 
vania, he joined Massachusetts Mutual 
in 1922, and was a consistently good per- 
sonal producer until his appointment as 
Philadelphia general agent in 1934. He 
is a popular speaker at insurance gather- 
ings, a generous contributor to the com- 
pany’s house organ, “The Radiator,” and 
is vice-president of the Massachusetts 
Mutual General Agents Association. Mr. 
Orr has long been an enthusiastic worker 
in the Philadelphia association. In 1933 
he was its vice-president and the fol- 
lowing year president. 





Bethea Heads Insurance 


Section for N. Y. Fund 


Osborne Bethea, general agent, Penn 
Mutual, New York City,.and president 
of the Life Managers Association of 
Greater New York, has recently been 
appointed chairman of the life insurance 
agencies section of the 1940 campaign 
organization of the Greater New York 
Fund. The Fund will begin its cam- 
paign on April 1 on behalf of its affili- 
ated 393 voluntary social welfare and 
health agencies. The appeal is made 
exclusively to business firms and em- 
ploye groups. 





CROWN LIFE APPOINTMENTS 

The following head office appointments 
are announced by the Crown Life: P. 
McDonald, acting secretary; J. D. Jamie- 
son, manager, mortgage department; W, 
D. Stewart, assistant treasurer, and A, 
F. Williams, agency supervisor. 
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N.Y. Chapter CLU Has 
Leaders As Speakers 


TOP PRODUCERS GIVE’ IDEAS 


E. H. Earley, M. M. Goldstein, R. U. 
Redpath, Jr., and L. A. Rosen 
Also CLU’s Themselves 


New York Chapter CLU 
treat at its 
March 14 when addresses were made by 
four members of the Chapter who are 
members of the Million Dollar 
Round Table. The speakers were Ernest 


The had a 


special regular luncheon 


also 


H. Earley, Northwestern Mutual; Meyer 
M. Goldstein, Connecticut Mutual; Rob- 
ert U. Redpath, Jr., Northwestern Mu- 
tual, and Lester A. Rosen, Union Cen- 
tral. Theodore M. Riehle, Equitable 
Society, was also scheduled to speak but 


was unable to be present. Raymond S. 
Maechtel, president of the Chapter, pre- 
sided and in a brief business session 
Secretary-Treasurer Robert A. Bernard 
urged a strict enforcement of the rules 
concerning participation of members de- 
Ifhquent in dues and action along this 
Ifme was authorized at the meeting. 


Compendium Sold Well 


Vice-President Carl M. Spero an- 
nounced that the new compendium is 
being prepared, urged cooperation of 


members in suggesting questions for the 
book and announced that sales of last 
year’s compendium amounted to well 
over $1,000 with a substantial profit to 
the Chapter. 

President Maechtel announced that the 
Chapter now has a membership of 115 
out of a possible 150 CLU’s in this sec- 
tioht which is the highest membership 
the Chapter has attained. 

Mr. Earley in his talk said the it there 
was not enough material used in selling 
that appeals to the eye. He thought a 
proposition with a prospect’s name on 
it was much more vital than a general 
proposal. Besides he said: “It helps to 
carry me in. I feel I must show this to 
the individual if I have his name on it.” 
He spoke of the great advantage of ad- 
vertising which is a primary expense in 


most businesses, the outlays for this 
purpose generally running from 10 to 


20% of net profits. Another convincing 
plan is to present to the prospect the 
agent's own life insurance program. It 
is pretty convincing to be able to say to 
him: “Have you anything like that? I 
can draw $1,400 a year for life when | 
quit.” 

Mr. Goldstein called attention to a 
present trend to shift from an employer 
pension plan to a contributory plan with 
an insurance company. He cited a re- 
cent study which showed that out of 
220 plans, 169 or 77% had been_under- 
written by insurance companies. He also 
pointed out that an individual policy 
type of insurance rather than through 
Group as a supplement to social secur- 
ity makes it possible for the first time 
for all classes of American people to 
get adequate protection. One-half the 


American public, he said, has no per- 
manent life insurance. 

Mr. Redpath said that the human 
values of American lives could be capi- 


talized at upwards of $750 billions, about 
$200 billions of which have not been cul- 
— insurance-wise. 

Mr. Rosen told of a new idea he had 
been using in response to the question 
in the prospect’s mind: “Can I afford 
to pay this premium five years from 
now?” The approach to this question 
was: “How much will I lose if I can’t 
pay?” By analysis, Mr. Rosen peo 
“You will find that the second year cash 
value amounts to 60% to 70% of the 
premiums and at worst the client can 
lose only one-half the annual premium.” 


GOODRIDGE WRITES 780 WEEKS 
George A. Goodridge, Bethea agency, 
Penn Mutual, New York City, has com- 
pleted 780 weeks of consecutive weekly 
production of new written business and 
185 months of paid business. The record 
covers a period of fifteen years. 


Provident Mutual’s Seventy-fifth 
Anniversary Being Observed Today 





The Provident Mutual Home Office in Philade 


Today Provident Mutual Life marks 


the seventy-fifth anniversary of its 
group of members of the 
The 
includes special advertising, 
hookup to all 


founding by a 
Society of Friends in Philadelphia. 
observance 
a nation-wide telephone 
Provident agencies from coast to coast 
made yesterday and an open house for 
policyholders. Those who participated 


in the broadcast were Henry Hooper, 
Baltimore, president of the General 
Agents’ Association; Theodore Widing, 


Philadelphia, who led all representatives 
of the company in production for the last 
two years, and President M. A. Linton, 


hia 


Linton sketched the development of the 
Provident Mutual and reterred to its 
service to policyholders and benefiiciaries 
during three-quarters of a century. 

The home office staff and Philadelphia 
agents served as hosts to policyholders 
of that area during the afternoon of the 
21st. The actual date of organization 
is March 22, but the agency celebration 
was put a day ahead so as not to be 
on Good Friday. 

Send History to Policyholders 

Advertising featuring the company’s 
accomplishments in terms of human val- 
ues will appear today in leading news- 
a throughout this country. A book, 
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tection,” by C. Sumner Davis, editor of 
publications, is being distributed to nol. 
icyholders and prospects of the agency 
force. It contains forty-eight pages and 
is illustrated. Special direct mail cam- 
paigns were also set in motion. 
cial issue of Provident Notes, the com- 
pany house organ, was mailed prior to 
the birthday observance. 

The anniversary date also brings to q 
close a month’s special effort for ney 
business. At the end of the company’s 
first vear it had $324,000 insurance out- 
standing. Today it has $980,000,000 of 
insurance in force, $363,000,000 of assets 
and $19,000,000 of contingency 
Last year payments to 
amounted to $27,000,000. Present policy- 
holders number almost 200,000. — Since 
organization the company has been 
housed in six different home office build 
ings. 


A spe- 


reserves, 
policyholders 


Ga. Promissory Notes Not 
Taxable If Held Outside 


Both the Guardian Life of New York 
and the Columbus Mutual went into the 
Georgia courts sometime ago to test the 
right of local tax assessors to levy a tax 
on promissory notes secured by Georgia 
land. On appeal both cases went to the 
Georgia Supreme Court and on March 13 
the cases were decided in favor of the 
companies. The actions were against the 
Fulton County Board of Tax Assessors 
and others. 

In substance, the Georgia Supreme 
Court in decision by Judge Fortson held: 
Promissory notes on citizens of Georgia 
secured by Georgia land are not taxable 
in that state if owned by a non- resident 
corporation and held at its domicile in 
another state, unless they accrue out of 
or are incident to property owned or a 
business conducted by such non-resident 
or its agent in that state. 

In the lower court the defendant tax 
assessors had caused the insurance com- 
panies’ petition to be dismissed on the 
grounds that they were brought prema- 
turely in anticipation of an alleged wrong 
that might never be done to them. On 
this the Georgia higher court held that 
the petitions were not premature. 

Factors in the case were that the 
Columbus Mutual did no business of any 
kind in the state and didn’t have an agent 
there; the Guardian Life stated that its 
business in Georgia was strictly that of 
life insurance although it had made loans 
on Georgia real estate. 





United States Life 
Elects Two Directors 


G. M. Selser, executive vice-president, 
United States Life, and A. B. Park, vice- 
president American International Under- 
writers Corp., are new directors of the 
United States Life. The retiring direc- 
tors are Dr. J. Albert Avrack, medical 
director of U. S. Life, who is now mak- 
ing an inspection tour of the company’s 
offices in Hawaii, China and the Philip- 
pines, and C. J. Smith, board chairman 
American International Underwriters 
Corp. 


TWO CELEBRATE ANNIVERSARY 

William J. Moran, attorney, 55 John 
Street branch of the Travelers, New 
York City, celebrated his thirty-fifth 
anniversary March 15. Mr. Moran 1s 
a graduate of Columbia Law School and 
before coming to the Travelers in 1905 
was private secretary to Seth Low, then 
mayor of New York. William F. Pepper, 
Jr., member of the cashier’s department 
in the same office, observed his twenty- 
fifth anniversary on the same day. He 
was feted with a luncheon at a_ local 
New York restaurant. 








DISNEY SEEKS $1,500,000 

Walt Disney, the motion picture pro- 
ducer, is seeking $1,500,000 of ten-year 
Term life insurance in connection with 
financing his new studios. If issued, 
this insurance would bring the total on 
his life to $2,110,000. The new insur- 
ance is for “Walt Disney Productions. 
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QUALITY PAYS 


Appreciating the waste and loss that come through lapsation of policies, Acacia in 1921 adopted as a slogan, 
which has been printed on its stationery and literature ever since, the following— 
“Do not lapse your policy in any other old line company to take one in Acacia; 
“Do not lapse your policy in Acacia to take one in any other old line company; 
“You lose in either case.” 
In order to attack this problem at its source, Acacia in 1923 introduced a new form of agent’s contract that put 
a penalty on high pressure selling and wasteful business and put a premium on quality business. Under this 


contract the Acacia agent is paid a continuous fee for. servicing his business and keeping it in force—a decided 
departure from the usual agent’s contract which provides renewal compensation or service fee for only a limited 


number of years. 

Emphasizing in this way “Quality Business from Quality Agents,” Acacia has constantly, year after year, improved 
its lapse rate until in 1939 it was only 4.96%, the lowest in the company’s history—a proof that quality pays. 
Acacia’s phenomenal growth since the adoption of this principle is further proof that quality pays. In the sixteen- 
year period from 1923 through 1939, insurance in force increased from $152,190,700 to $410,875,279 or 170%. 
During the same period, assets increased from $9,259,891 to $86,710,543 or 836%. 


This record shows that Acacia’s policyholders are satisfied—that they have confidence in Acacia’s management-- 
that they believe in Acacia’s future. Acacia’s agents are qualified insurance men who sell policies that fit their 
prospects’ needs at the lowest possible cost consistent with safety. 

Acacia does not emphasize business so/d—it emphasizes business gained. Because Acacia’s growth and financial 
strength prove that quality does pay, Acacia in 1940 will continue to adhere to its standard: 


“Better qualified field men, better informed policyholders, so that 
lapses may be reduced and the waste and loss incident thereto prevented.” 


FINANCIAL STATEMENT 
As At December 31, 1939 








ASSETS RESERVES AND LIABILITIES 
Legal Reserve to Protect Policyholders 
: f i Computed on the American Experi- 
Bonds and Stocks ence Table of Mortality. Reserve 
confirmed by Certificate of The De- 


First Mortgage Loans on Improved Real Mstate..... $42,490, 899.04 








United States Government Bonds.... $ 3,854,251.50 \ ‘ 
z i. Utility B : 4.631.530.7 partment of Insurance, District of 
I ublic l — ORES 6 os a 6005s seen * on — Rmeeiel te eee $76,822,121.19 
Railroad Bonds ......ccccscevescsees 2,139,432.09 Extra Reserves to Protect Policyholders 
Municipal, Federal Land Bank and For Disability and Other Benefits and 
Se COME Sicanasedeiveeswase wane 1,439, 291.47 Supplementary Contracts ......... 3,812,631.33 $80,634,752.52 
$12,064,505.80 Reserves for Dividends to PoblevyRothera....-i.ccesscdise 553,969.09 
iscellaneous Stocks ..............- 196,491.00 2,260,996.80 Reserve for Policy Claims not yet Completed or 
Miscellaneous Stocks _ee thre ORAS ARM Site A PES Tl Me aC AONE ETRERTELNG 441,960.01 
a : ee : — er Reserve for State and Federal Taxes..............-. 340,696.67 
Loans on Company’s Policies Secured By Policy a Premiums and Interest Paid in Advance............ 1,108.495.47 
Reserves ....+.+0+ ee 19,701,224.23 AiR CG DARIN 6 oo. cse..6:0-5)scaee cies cress aadacs £50 ieee 217,872.94 
Real Estate—(Including Home _ Office Property 7 Ptah a tix 
$2,027,852.71) se. c cece cece cece eeeceteeecereeccece — 5,738,171.60 Total Reserves and Liabilities on Account of Policy- 
cat in Weis ol I GER. cc ccccccsweesecnsevas’s 1,848,536.50 Rom@ere ..scene es eses eee cece ee ree cee ssn eceeecsees $83,297,746.70 
Net Premiums Deferred and.in Process of Collection 3,944,418.29 Reserve for Contingencies o 
226 488 Af To Provide for Investment Value 
Emtapent ES GRE AGCOPROE 6a. occ ccc sceewrsseosess 612,478.07 SESE EAS ERLE: $ 1,000,000.00 
CHE IN o.oo o a 6 60-8068 ties Oe MESO 8a SSeS ae EE 113,818.77 pe err rere eee ee 2,412,796.60 3,412,796.60 
Motel Admitted Aseeté. 2 sccis so vcecacscccececnyecivc COM tp eeeeene Total to Balance Admitted Assets.........6...0045- $86,710,543.30 
* Bonds subject to amortization are stated at amortized values as prescribed by The 


National Association of Insurance Commissioners, while bonds not subject to amortization 
and stocks are stated at markct values, 





Highlights of 1939 


® Total placed business of $33,229,402 with a net @ Net interest earnings . . . 4.70%. 
increase of $9,526,436 ®@ Ratio of actual to expected mortality . . . 48.72% 


® Increase in admitted assets . . . $7,022,927 . @ Lapse rate .. . 4.96% 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 


WILLIAM MontTcoMeRY, President WASHINGTON, D. C. 
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HEARD on the WAY 








From Carl LeBuhn, general agent 


Massachusetts Mutual, Davenport, Ia., I 
have an interesting story of the grati- 
tude felt by a widow because of the 
manner in which insurance proceeds have 
aided her since the death of her hus- 
band, who was a successful salesman in 


EMMA BAUMGARTEN 


Moline, Ill. This widow, Mrs. Emma 
Baumgarten, lost her husband in 1934. 
At the time of his death, at age of 40, 
he was carrying a policy providing a 
monthly income to his wife. She frank- 
ly admits that she could not see the 
need of life insurance when her hus- 
band was living and rather opposed his 
carrying what he did. Often she thought 
a fur coat would have been decidedly 
more desirable. But she was viewing 
the future then as a wife, not as a widow. 

Now Mrs. Baumgarten states frankly 
and with much emphasis and emotion 
that she wouldn’t have known what to 
do had it not been for this insurance, 
that words fail her to express adequately 
the wisdom and foresight exercised by 
her husband in taking a monthly in- 
come policy with the Massachusetts Mu- 
tual that has enabled her to keep her 
two daughters in school. Virginia M., 





now 15, is now a senior in high school. 
Her older daughter, Marjorie, now 20, 
is in Augustana College, having won two 
scholarships which has made the load 
somewhat lighter on the mother. 

Mrs. Baumgarten has taken a clerical 
position but yet, with that alone, she 
could not have schooled her daughters 
as she is doing and, hence, her gratitude 
that this insurance has really made their 
education possible. 





W. C. Safford, vice-president Western 
& Southern, Cincinnati, sat through 
every session of the insurance study 
made by TNEC. He is former Insur- 
ance Commissioner of Ohio. Next most 
faithful attendant at the hearings was 
T. F. Cunneen, manager of the insurance 
department, Chamber of Commerce of 
the U. S. Third in number of attend- 
ances was Col. C. B. Robbins, manager 
American Life Convention. Another of 
the more or less regular attendants was 
John V. Bloys of the Association of Life 
Insurance Presidents. 





Sir Edgar Horne, chairman of the 
British Prudential, has decided to let 
Hall Place, his beautiful country resi- 


dence at Shackleford, Surrey, unless an 
immediate sale of the house and 240 
acres can be effected. 

Sir Edgar purchased the fine estate 
and built his home on it fifty years ago. 
Paneling and other decorative materials 
from old and historic buildings were 
wrought into the building—for example, 
part of the drawing room balcony came 
from the Chapel Royal, and pews from 
a Yorkshire church were adapted as 
paneling. From the second floor of the 
original Cock Tavern in Fleet Street 
came the paneling of the dining room. 

The diarist Pepys speaks of going to 
the Cock Tavern with Mrs. Knipp, an 
actress of the King’s House, where they 
“drank, ate a lobster and sang, and 
(were) mighty merry till almost mid- 
night.” His meetings with Mrs. Knipp 
may have ended after Mrs. Pepys had 
threatened to pinch him “with red hot 
tongs.” 

Sir Edgar had the gardens at Hall 
Place elaborately laid out, and the late 
Lady Horne took a pride in making 
them among the finest in Surrey County. 
The octagonal dovecote in the garden 
was once a medieval cider-press. 
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° OPEN TERRITORY - 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 











THEODORE WIDING 


Philadelphia led all the agents of the 
Provident Mutual in paid production 
during 1939. In this column will be 
found his picture. He started as an 
agent in 1933. In 1939 he reached the 
Million Dollar Round Table. He is a 
graduate of Swarthmore, class of 1928, 
and is a C.L.U. 
Uncle Francis. 


AETNA AGENCY CONFERENCE 
More than seventy - five leading pro- 
ducers of Buffalo, Rochester and Utica 
agencies, Aetna Life, held a two-day 
business conference at Niagara Falls, 
Ont., March 8 and 9. John W. De- 
Forest, general agent, Buffalo, presided 
at the general sessions. Speakers in- 
cluded S. T. Whatley, vice-president, 
and R. B. Coolidge, superintendent of 
agencies, both from Hartford. Dewey 
R. Mason, general agent, Utica, and John 
B. Rowe, general agent, Rochester, pre- 
sided over individual sessions. 














BENEFITS PAID SINCE FIRST POLICY ISSUED IN 1871 OVER $1200,000,000 








MONTREAL 




















Luncheon for Orrin S. 


Spencer on Anniversary 


Orrin S. Spencer, general agent for 
Massachusetts Mutual in Connecticut, 
was guest of honor March 12 at a 
luncheon meeting in observance of his 
twenty-fifth anniversary in the life in- 
surance business. The luncheon was at- 
tended by members of the Connecticut 
agency and Alexander T. Maclean, vice- 
president, who represented the home 
office. An inscribed tray and thermos 
bottle was presented by Charles C, 
Clare, manager of the New Haven dis- 
trict, who announced that a_ special 
twenty-five day effort instituted by the 
agents had resulted in over $250,000 of 
business. 

In 1915 Mr. Spencer entered life in- 
surance as a special agent in the Hart- 
ford office of the Travelers. He was 
only twenty-one at that time. After the 
World War he was advanced to assist- 
ant state manager of the Travelers. In 
1921 he joined Connecticut General as 
assistant manager at New Haven, and 
in 1924 became general agent for New 
Haven and vicinity. In 1934 he returned 
to Hartford as general agent for Massa- 
chusetts Mutual. 





FINGER SPEAKS ON MORALE 





Divisional Superintendent of Agencies, 
Sun Life, Addresses Pittsburgh 


Committee 


The Agencies Committee of Pittsburgh 
met March 12 with thirty-five members 
present. The guest speaker was Ray H. 
Finger, superintendent of agencies, east- 
ern United States division, Sun Life of 
Canada, who spoke on morale. In the 
course of his talk he said that “the 
manager who would maintain or improve 
morale must do those things which help 
his men attain their objectives. To do 
this he must know what these objectives 
are, and he must be very sure that these 
individual objectives are reasonable and 
in harmony with the objective of the 
agency. 

“The biggest factor in establishing 
good morale and satisfaction is the man- 
ager’s ability and willingness to help 
his agents. The qualities which make 
the greatest contribution to morale are 
qualities of the heart rather than the 
head: generosity, sympathy, interest and 
willingness to cooperate, fairness and 
sincerity. All these tend to build the 
agent up in his own estimation and to 
give him a sense of emotional security. 
Life insurance has nothing to offer but 
contentment and security. These cannot 
be effectively sold by unhappy and dis- 
contented men to whom, in their own 
lives, security is a stranger.” 





55TH WEDDING ANNIVERSARY 
Mr. and Mrs. Jacob May of Cincin- 
nati, have just celebrated their fifty-fifth 
wedding anniversary at their home on 
Vine Street. Mr. May retired in 1936 
from the Western & Southern Life In- 
surance Company. One of their sons, 
Gustav May, is a member of the Govern- 
ing Committee of the Cincinnati Fire 
Underwriters Association. 





LESTER ROSEN SPEAKER 

Lester Rosen was the speaker at the 
Cleveland Life Underwriters Associa- 
tion meeting March 15. 
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these Life Assurance Dollars 


are AT WORK” 


Protecting families..aiding business..making jobs 





EQUITABLE’S ASSETS 
ARE EMPLOYED IN— 


Public Utility Bonds................. -$456,441,000 
*Railroad Bonds ................:--.... 399,215,000 
Industrial Bonds .................0:++ 265,330,000 
*U. S. Government Obligations 268,217,000 
PUIr NI ssccencccsccsccssnnss 36,657,000 


Preferred and Guaranteed 
Stocks 


First Mortgage Loans on 

homes, farms, and business 

PFOPerties ..........ceceeeeeeeees 298,000,000 
City and farm properties...... 149,336,000 


* Including $6,583,821 on deposit with public authorities. 


52,852,000 














HE assets of the Equitable Life Assurance Society of 
the United States are very busy dollars—busy protect- 
ing 2,400,000 persons and their families, busy earning in- 
terest for them, busy keeping machinery in motion and 


American men and women at work. 


These assets, these dollars at work, made possible the 
payment of $199,985,481 to policyholders and their bene- 
ficiaries during 1939. Of these payments approximately 
65% went to living policyholders and 35% to the bene- 


ficiaries of policyholders. 


An Equitable policy entitles members not only to finan- 
cial benefits but to the continuing services of the Society. 
These services are available in any part of this country 
through Equitable Agents qualified by training and experi- 
ence to adapt Equitable Assurance to the individuals’ needs 


for security and protection. 


THE EQUITABLE LIFE ASSURANCE SOCEITY 
. OF THE UNITED STATES ; 


393 SEVENTH AVENUE, NEW York 


Tuomas I. PARKINSON, President 
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Institute to Launch 
Ad Campaign April 15 


MAKES DECISION THIS WEEK 





Column in Newspapers Will Answer 
Questions, Talk About Life In- 


surance and Agents 





\ newspaper advertising campaign to 
run once each week from April 15 to 
the end of the year was announced Tues- 
day at a meeting in New York of the 
board of directors of the Institute of 
Life Insurance. The form of the cam- 
paign is a new departure in institutional 
advertising and will appear as a column 
signed by Holgar J. Johnson, president 
of the Institute. The column is designed 
to help policyholders gain a better un- 
derstanding of life insurance and the 
underlying theme will be this: 

“Answer questions; show people how 
to get full value for their insurance 
money; explain what the public can ex- 
pect from a good agent; help policy- 
holders get the greatest service out of 
existing insurance and above all try to 
catch the snirit of service that permeates 
the life insurance business.” 

In announcing the campaign, Mr. John- 
son said: “For a good many years there 
has been a desire among leaders in the 
life insurance field for a concerted cam- 


paigen of informing and educatine the 
public on life insurance. One of the 
primary purposes for the founding of 


the Institute was to work out some way 
in which this could be done. For some- 
thing like a year, work has been under 
way toward this end and we think we 
have found the best possible method of 
speaking to the public. The proposed 
campaign is a carefully thought - out 
method of meeting the long-felt need 
of giving the public more information 
about its life insurance, what it is, what 
it means to the individual and to the 
community from an economic and _ so- 
cial standpoint. . 


Chicago Sales Congress 
Ernest H Wilkes, 
Metropolitan Life, as closing speaker 
before the Chicago sales congress last 
week, delivered what was reported as 
“one of the most inspirational talks ever 
given before a life group in Chicago” 
and used that opportunity to remind the 
TNEC committee in Washington that in 
making its final report and recommen- 
dations it should have in mind the sacred 
interests of 64,000,000 life insurance pol- 
icyholders. The congress by the Chicago 
Association of Life Underwriters pre- 
sented an array of sales stars and taxed 
the limit of standing room in the ball- 
room of the Hotel LaSalle. 


vice-president, 





Peirce to Be Hancock 
Advertising Manager 


BROWN UNIVERSITY GRADUATE 





Will Succeed Henry H. Putnam Who 
Retires on April 1 After Long 
Career in Insurance 





Guy W. 
Hancock, announces the appointment of 
James A. Peirce as advertising mana- 
ger to succeed Henry H. 
retires on April 1. 

Mr. who 
with the advertising department of the 


Cox, president of the John 


Putnam, who 


Peirce, has been associated 





JAMES A. 


PEIRCE 


1925, 
University, 
joining the John 
staff he was engaged in sales 
activities in the chemical field. He has 
been prominent in inter-company adver- 
tising associations. 

Mr. Putnam began his insurance ca- 
reer with The Standard of Boston, of 
which he became editor. In May, 1899, 
he began publication of the Journal of 
Insurance I: conomics, which later became 
The Eastern Underwriter. For some 
years he was manager and secretary of 
the National Association of Insurance 
Agents. Before going with the John 
Hancock in 1921 he was president of the 
Insurance Federation of Pennsylvania. 


was graduated 
class of 719, 
Hancock's 


John Hancock since 
from Brown 
Before ad- 


vertising 


The /Oth Oldest Life Insurance 


\ \ 
“iu 


Company in America... 


1850-1940 


THIS YEAR WE CELEBRATE OUR 


90th ANNIVERSARY 


@ Looking ahead from this vantage point of 90 


years, we believe that still larger opportunities for construc- 
tive public service lie ahead for all of us engaged in this 
great social force known as life insurance. Our present agents, 
and those who will join us in the generations to come, will 


receive every assistance we 


can give them to participate 


fully in this development of a wider usage of life insurance. 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


101 FIFTH AVENUE 





NEW YORK, N. Y. 


Many Public Men and Writers 
Attend Washington CL U Dinner 


Few life insurance dinners have had 
a more distinguished or larger number 
of honor guests than attended the din- 
ner in Washington on March 15 of the 
District of Columbia Chapter of CLU. 
They came from public life, from jour- 
nalism, from home o ces of insurance 
companies. United States Senator John 
A. Danaher of Connecticut was on the 
dais. Present from SEC were James R. 
Brackett, secretary; Gerhard Gesell, 
chief examiner, insurance hearings, and 
Ernest J. Howe, chief financial adviser 
of its insurance study, and author of 
the now famous investment report on 
twenty-six leading life insurance com- 
panies. Thomas C. Blaisdell, Jr., former 
head of the insurance study of SEC and 
now with another department of the 
government, attended. 

Among prominent newspaper and mag- 
azine writers present were Albert W. 
Atwood, free lance; John Crider, New 
York Times; Gould Lincoln, Washing- 
ton columnist; Ernest K. Lindley, syn- 
dicate writer and biographer of Frank- 


lin D. Roosevelt; George A. De Witt, 
managing editor, Washington Times - 
Herald; Frank C. Waldrop, editorial 
writer, Times-Herald. 


Among others seen at the dinner were 
Robert E. Freer of the Federal Trade 
Commission; Allan J. Fisher of the in- 
surance faculty, University of Maryland; 
Donald H. Davenport, Harvard School 








MANU 


THE 


FACTURERS 


HE PROGRESS of the Manufacturers Life since 

1887 is reflected in its strong financial position, 
a growing volume of insurance in force and a virile 
agency organization. 

Today 590 MILLION DOLLARS of insurance 
(including Deferred Annuities) is owned by 255,000 
POLICYHOLDERS, and the company administers 
assets of 17714 MILLION DOLLARS for their benefit. 


LIFE 


INSURANCE COMPANY 


EAD OFFICE 
TORONTO, CANADA 
Established 1887 








of Business Administration, and David 
A. Pine, recently advanced to a judge- 
ship. Also Martin Codel, editor of 
Broadcast Magazine, and David Cush- 
man Coyle, economist. 


Two insurance company presidents at 





John 
H. Cochran Fisher, 
Washington CLU; Earl W. Brailey, na- 


Seated, |. to r.: Marshall Hol- 


combe; President 


tional CLU president. Standing: Wil- 

liam Montgomery, president Acacia; 

A. A. Rydgren, president Continental- 
American. 


the dinner were William Montgomery of 
the Acacia and Adolph A. Rydgren of 
the Continental American. 
H. Cochran Fisher Chairman 

President of the District of Columbia 
CLU Chapter is H. Cochran Fisher of 
the Aetna Life; vice-president is J. Hicks 
Baldwin of the Northwestern Mutual, 
and secretary-treasurer is John B. Cle- 
land, Jr., of the Penn Mutual. Mr. 
Fisher was the toastmaster. Chairman 


of the dinner committee was J. Alan 
Maphis. 
The dinner also commemorated the 


thirteenth anniversary of the American 
College of Life Underwriters and a num- 
ber of speakers told of the growth and 
continuous progress of the American 
College. That was the text of the talk 
of Earle W. Brailey of Cleveland, who 
is president of the National Chapter, 
CLU. Mr. Brailey said that more than 
200 colleges and universities are now giv- 
ing courses in life insurance and 18,000 
students are studying life insurance in 
some way or another in the various col- 
leges. The CLU degree has been given 
to 1,700 persons. 
John Marshall Holcombe’s Talk 

John Marshall Holcombe, Jr., mana- 
ger of the Life Insurance Sales Re- 
search Bureau, had as his theme, “Better 
Distribution of Life Insurance.” He 
told of the growth of research in the 
last few years, giving a number of ex- 
amples. He said that one of the first 
(Concluded in Opposite Column) 
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Westchester Congress 
Hears Policyholders 


FOUR INSURANCE MEN SPEAK 


Edwin H. Snow, Ralph G. Engelsman, 
Sam P. Davis Give Sales Ideas; 
J. D. Ewing on Legal Angles 


Three policyholders who were luncheon 
speakers each gave a boost to the busi- 
ness of life insurance and added the 
layman’s point of view to the all-day 
sales congress of the Life Underwriters, 
Association of Westchester held at the 
Hotel Gramatan, Bronxville, N. Y., last 
Thursday. 

Paul L. Bleakley, an attorney whom 
Association President Charles Jones in- 
troduced as a man who knows what 
happens to men’s estates when they 
die, said that increased taxes and social 
changes have made it almost impossible 
to accumulate an estate in one genera- 
tion or to pass an estate on from one 
generation to another. He added: “The 
only way a man can be reasonably cer- 
tain of protecting his own future and his 
family is through the medium of life 
insurance.” 

Thomas V. Kennedy, a banker whose 
iob is to advise people on investments, 
said: “Because of comparable invest- 
ments, life insurance never had a better 
opportunity to be sold than today.” 

Percy S. Peck, secretary of the Cham- 
ber of Commerce and a merchant who 
knows about the business of selling, com- 
mented at some length on “the improve- 
ment in the profession of selling a valua- 
ble commodity.” He cencluded: “The 
average man who wants maximum pro- 
fection at minimum cost must not over- 
look life insurance.” 

Insurance Men on Program 

There were four insurance men on the 
Westchester program: Edwin H. Snow, 
field supervisor, Aetna Life, Yonkers; 
Ralph G. Engelsman, general agent. Penn 
Mutual, New York City; Sam P. Davis, 
general agent, Phoenix Mutual, New 
York City, and James D. Ewing, attor- 
nev for the Equitable Society. 

Mr. Ewing was the last speaker on 
the program and reviewed legislation and 
experience on cases covering contesta- 
bility in a life insurance contract. 

Sam P. Davis injected a lot of humor- 
ous human interest stories into his talk 
called “Retirement Income and Reversed 
Selling.” It was well received. His re- 
versed selling idea is to sell single pre- 
mium retirement income first, and then 
when the prospect is entirely sold on the 
plan even though it is beyond reach of 
his pocket book to show him that he 
can pay for it on the installment plan 
if he can qualify. 

Mr. Snow of the Aetna talked about 
the new field for business opened up 
by amendments to the Social Security 
Act. He said: “While the amendments 
put into force fifty to sixty billions of 
insurance only a handful of 45,000,000 
covered workers have any idea of the 
benefits.” The amendments, he said, 
have opened up a new field among marg- 
inal buyers who will want to build more 
income on top of the Federal benefits, 
for themselves and their families and to 
bridge the gap not covered for widows. 

Mr. Engelsman conducted his spot on 
the program as a question and answer 
clinic, a stunt which he has pulled in the 
Past with much success. It gives the 
agent a chance to get the point of view 
of the speaker on his own particular 
problem. It is a school room technique 
in which Mr. Engelsman excels. 





problems which the Bureau had thought 
it imperative to research and to which 
it has since devoted a great deal of 
attention has been the cause of lapsa- 
tion, ascertaining major factors which 
bring about termination of policies, and 
putting forth of efforts in the business 
to cut it down. In talking of selection 
he told of the more efficient measuring 
rods that have been devised for ascer- 
taining selling aptitude. 

Senator Danaher paid a great tribute 





“Unemployment” and Agents 


Hearings based on whether insur 
ance agents come under unemploy- 
ment insurance provisions in this state 
were heard this week. General in-| 


surance belief is that they do not. | 





500,000 Will Receive 
Report of Parkinson 


DISTRIBUTION OF “YOUR POLICY” 


Managers Tell of Reaction Agents Have 
Had From Policyholders; Another 
Edition Coming 


The Equitable Life Assurance Society 
will probably print another edition of 
its extraordinary sixteen-page illustrated 
annual report called “Your Policy and 
Those of Your 2,400,000 Partners in the 
Equitable Life Assurance Society of the 
United States,” sent out under the signa- 
ture of President Thomas I. Parkinson. 
The first edition was 500,000. This re- 
port has already been distributed to 
many thousands of policyholders. In 
addition to being distributed by agents, 
there is considerable other distribution 
of the booklet. For instance, it is being 
handed out at the fifty-one collecting 
windows of the Society when persons 
come in to pay premiums. 


Reaction of Public 


The Eastern Underwriter asked a 
number of Equitable managers how the 
report is being received. Some of their 
comments follow: 


Homer L. Rogers, agency manager, 
Indianapolis : “My agents have distributed 
hundreds of these reports and in every 
case have received most favorable com- 
ments from our policyholders. In deliver- 
ing one of these reports to a substantial 
policyholder yesterday one of our agents 
was told ‘I hope that other financial 
institutions will be able to do something 
similar to this. He was very glad to 
get this complete story of the operations 
of the insurance company which provides 
his protection and to know so many facts 
about his fellow members of the Society. 
Probably the part of the report which 
is striking the most attention here is 
the illustration of the distribution of the 
premium dollar. It certainly has caused 
most favorable comment.” 

Fitzhugh Traylor, agency manager, 
Boston: “We look upon this pamphlet 
as the best good-will builder the Equi- 
table has ever published. Without ex- 
ception the response on the part of our 
policyholders has been particularly en- 
thusiastic about this humanized report 
for 1939. One policyholder, for example, 
said: ‘This is the first time I have been 
able to understand what the company 
does with my premium payments.’ An- 
other prominent man, well acquainted 
with reading the regular form of annual 
statement, said: ‘At last here’s a form 
of annual statement that everyone can 
understand.’ We have had similar re- 
sponses from many of our policyholders 
and prospective clients. Naturally, our 
agency associates themselves have been 
very much stimulated by the reactions 
which they have received from the people 
to whom they have given ‘Your Policy.’” 

Theodore M. Riehle, general agent, 
225 West Thirty-Fourth Street, New 
York City: “The reports of my associates 
are uniformly favorable both in a gen- 
eral way and specifically as to various 
parts of the document. All seem to be 





to life insurance, saying that there 1s 
no finer investment being offered to the 
American public than life insurance in a 
sound company. He said that the more 
the agents make the public understand 
the investment situation in life insur- 
ance, the greater will be their contribu- 
tion to their clientele. : 

Ernest J. Clark, former president of 
the American College of Life Under- 
writers, was asked to take a bow as 
he was introduced as a great pioneer 
in insurance education. 


Montgomery Sees No 
Harm in TNEC Study 


ACACIA PRESIDENT’S VIEWS 
Believes Inquiry Is Not Actuated by 
Motives Ascribed to It; Safety in 


Public’s Verdict 


Taking the TNEC investigation as his 
keynote, President William Montgomery 
of Acacia Mutual Life said at the an- 
nual managers’ meeting of his company 
in New Orleans that “Somehow I cannot 
share in the concern manifested.” He 
believes the company and its policy- 
holders can “rejoice in the statements 
made by Senator O’Mahoney, chairman 
of the committee, as to the soundness 
of the life insurance companies. Mr. 
Montgomery compared this investigation 
with the Armstrong investigation of 1905 
and said that while there was much op- 
position to the 1905 probe, “yet that in- 
vestigation is primarily responsible for 
the development and progress of life 
insurance since that time.” Of the TNEC 
inquiry he said: “I cannot believe that 
the investigation is conducted from the 
standpoint and with the ultimate aim and 
objective that some ascribe to it.” His 
idea is that “the companies have nothing 
to fear from the verdict of the public.” 

Another of President Montgomery’s 
beliefs is that the people generally un- 
derstand that there are two costs to life 
insurance, one God-made and one man- 
made. The principal cost is God-made, 
in other words, mortality. The speaker 
proceeded to prove the fallacy of at- 
tempts to sell insurance or annuities far 
below what the companies charge, in 
view of this basic mortality cost, As 
to putting the government in the insur- 
ance business he declared, “the people 
will never send men to Congress who 
would vote to experiment with the se- 
curity that they have provided for their 
homes and their families.” He directed 
attention to what may be considered 
flaws in conduct of the business and said 
that if thev exist “I do not see why 
any objection should be made to the 
TNEC investigation.” He believes So- 
cial Security will increase the sale of 
life insurance, for which there is no 
substitute; “it is the bulwark of de- 
mocracy.” He preached the doctrine of 
confidence in a new era of prosperity. 

Field Vice-President Samuel E. Mooers 
introduced the company’s new program- 
ming device, the Calc-Estator, around 
which the company has developed a 
complete sales plan. E. M. Thore, as- 
sistant general counsel, presented Aca- 
cia’s new Family Security and Mortgage 
Retirement plans. The company has a 
new Social Security Kit which was in- 
troduced by B. M. Langhenry, agency 
secretary. Clarence L. Fritz, Newark 
branch manager, gave a lucid explana- 
tion of “Family Security in Action.” The 
company is to hold agency schools 
throughout the country. 





interested and glad to have it. One asso- 
ciate will make another sale to an old 
policyholder because of his delivery of 
the brochure. One Term insurance ‘bug’ 
was very much impressed with the Level 
Premium vs. Term Insurance explanatory 
chart. Another finds it already aids in 
getting referred prospects.” 
As Seen in Kansas City 

A. M. Embry, general manager, Kansas 
City, Mo.: “I think this document is 
one of the most remarkable that has 
crossed my desk since I have been in 
the life insurance business and naturally 
the agency is gratified by the reception 
that ‘Your Policy’ is having. One of the 
most interesting reactions I got was from 
one of my largest policyholders, a rather 
hard-boiled individual. When I placed 
‘Your Policy’ in his possession he said, 
‘O. K., maybe I will read it.’ Next day 
he telephoned me and said: ‘This is ex- 
actly the kind of literature that the 
policvholder should have. If this kind 
of literature explaining all about my 
policy, telling all about the company, all 
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UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 








Stage Set for N. Y. 
Congress Next Week 


DINNER RESERVATIONS MOUNT 





Program of Speakers Nicely Balanced; 
Latest Addition Is National Sales 
Manager of Philco 





The sales congress of the Life Un- 
derwriters Association of New York City 
will be held next Thursday March 28. 
The annual dinner, an informal party 
this year, will be held the evening of 
the same day. Dinner reservations last 
Wednesday had already topped 350. 

Most recent addition to the program is 
Harry Boyd Brown national merchan- 
dising manager Philco Radio and Tele- 
vision Corp. In his eleven years with 
Philco he has visited every state in the 
Union and every city in the United 
States of more than 35,000 population. 
He knows selling and knows how to 
transmit selling ideas to others. 

Opinion is that the sales congress pro- 
gram is probably the best balanced pro- 
yvram that has ever been given by the 
association. Place is the Hotel Penn- 
sylvania. Time schedule is this: 

9:15 Leon Gilbert 
introduces Gustav C, 


Simon, general chairman, 
Wuerth, chairman morn- 
ing session; 9:30 Henry H. Hofmeister, Metro- 
politan; 10:15 Junior panel of six agents; 
11:00 Paul Troth; 11:30 Mr. Brown.  Inter- 
mission for lunch, 2:00 James Elton Bragg, 
Guardian; 3:05 Institute film “American Por- 
trait’; 3:40 Senior panel of six veterans; 4:15 


Frank L. Jones, vice-president, Equitable Society. 





about its membership and many other 
details, had come to my attention twenty 
years ago, I certainly would have a lot 
more life insurance than I have today. 
Nothing finer that I know about has 
ever come out of the insurance field and 
if your agents don’t see that every 
policyholder has this booklet, they will 
be derelict to their duty. That booklet 
has given me a feeling of confidence in 
my life insurance policies that nothing 
can upset.’ 

“Naturally, we are all gratified that 
President Parkinson has furnished lit- 
erature of this nature to go into the 
hands of policyholders.” 

Thomas B. Sweeney, Wheeling: Our 
agents are delivering to leading policy- 
holders this remarkable document. It 
has awakened renewed interest in in- 
surance and has been well received. 

Kellogg Van Winkle, manager, Los 
Angeles: The reaction of policyholders 
towards this remarkably attractive and 
important booklet has been splendid. 
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Many Sales Ideas Developed in 
Boston’s New England Conference 


At the New England conference of 
life underwriters and trust council in 
Boston last week Roland E. Clark, Port- 
land, Me., vice-president National Bank 
of Commerce, made this remark in the 
course of an address: “It is obvious 
to any observing individual that now 
and in the future years the two great 
institutions of insurance and banking 
will need their combined strength to 
meet the inroads and encroachments of 
a government that is, to put it mildly, 
paternalistic—with socialism just around 
the corner.” 

Preserving financial security was the 
day’s theme. J. S. Braunig, general 
agent Massachusetts Mutual, and Basil 
S. Collins, assistant vice-president Old 
Colony Trust Co., were joint chairmen. 
Dewey R. Mason, general agent at Syra- 
cuse for Aetna Life, chose “Let’s De- 
cide” as his subject, saying: “If good 
advice hasn’t helped us particularly to 
become effective life underwriters, let’s 
make up our minds whether the silly 
things we do are worth doing. If they 
are not, get them over with and out of 
the office before more time is wasted 
and efficiency warped by bad _ habits 
and lack of clear follow-through. In 
any event, let’s decide, and then take 
some action toward reaching our goal.” 

The remarks of Roger B. Hull, man- 
aging director amd general counsel, Na- 
tional Association of Life Underwriters, 
were reported in The Eastern Under- 
writer last week, as were also those of 
Leon Gilbert Simon, associate general 
agent of the Equitable Society in New 
York. 


Keynote Cooperation 


Emphasis on the cooperative attitude, 
prominent in Mr. Clark’s address, fur- 
nished a keynote for the entire confer- 
ence, which lasted one day, March 14. 
He said that “a council should not be 
organized in a community until the 
feeling and understanding of both 
groups have reached a point where the 
general principles of the council will be 
accepted and adhered to wholehearted- 
ly by members of both groups. 

“Our general and fiduciary business 
are not by any means immune from 
adverse influences and we must be alert 
to dangers, real or threatened. The do- 
mestic situation gives us cause to fear 
that we may fail to preserve our long- 
cherished right of individual initiative, 
unhampered by undue governmental 
regulation and administration. and also 
fail to keep our time-honored form of 
government by legislation enacted by 
representatives of the people, thus re- 
sulting in a government by executive 
decree and subject to the whims of 
bureaucratic administrative officers. 

Unnecessary Relief 

“May it not be possible that in our 
haste to obtain what may later prove 
unnecessary relief, we gave up some 
form of essential liberty? Should we 
not have made a more energetic effort 
to solve our problems ourselves and 
have appealed to the understanding 
which is existent in the American peo- 
ple rather than to the government?” 

New Tax Approach 

The clinic sessions opening after 
lunch gave opportunity for division into 
advanced and new life underwriters, a 
feature of the day. Milton Elrod, Jr., 
legal editor Insurance Research and Re- 
view, Indianapolis, conducted the first 
clinic for advanced life underwriters and 
trust officers, under chairmanship of 
Frank A. Lynch, trust officer, State 
Street Trust Co. His subject, “Mod- 
ernizing Our Death Tax Viewpoint,” 
gave an up-to-date picture of how to- 
morrow’s life underwriter and trust offi- 
cer will approach the prospect or client 
on a tax basis. 

The newer form of approach is that 
“the simplest and most economical and 
easiest way to meet inevitable taxes is 
through life insurance which will pay 


the tax for the estate instead of from 
the estate.” 
Tax Savings 


Mr. Elrod said that “in the past, in 
our approach to death tax problems, we 
as life underwriters, and to an extent 
you as trust men, have had a tendency 
to make our approach to the individual 
on the basis of tax savings and tax re- 
duction and tax avoidance.” 

Suggesting the advisability now to 
“magnify the tax danger instead of 
tending to minimize it, by building up 
the history story of tax increases; how 
England’s taxes are tremendously great- 
er than those we face even today,” Mr. 
Elrod advocated telling the prospect how 
most of the past methods of avoidance 
and reduction of taxes have been elimi- 
nated, and many things we thought 
were tax savings plans in the past no 
longer carry those savings. 

Potential Liability 

Mr. Elrod touched briefly on certain 
procedures which continue, from stand- 
point of death taxes, basically sound 
and proper, tending to reduce the po- 
tential liability, such as “the use of a 
testamentary trust to avoid a second 
inheritance tax at the death of the wife 
or children who inherit from the 
father, and to a certain extent the use 
of living gifts and so on; providing 
legitimate methods of reducing the po- 
tential tax burden, and like taking ad- 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 


A POLICY FOR EVERY PURSE AND PURPOSE 


insurance. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


vantage of the special tax exemption 
which fits into this classification.” 

Pointing out the old habit of over- 
emphasizing the advantages of living 
gifts, he added: “We have too often 
used the example of the man of ex- 
treme wealth and mistakenly applied 
those principles to the man of merely 
moderate wealth.” 

Emphasizing the more realistic view- 
point of presentation, that “it isn’t the 
amount of taxes in most instances that 
causes the trouble, but the impossibility 
of getting that amount out of the es- 
tate in cash,” Mr. Elrod suggests a 
change in procedure from the “tax ex- 
pert and savings expert” selling. “In 
all events, there will be a tremendous 
tax bill and the problem is how to meet 
it. Of course the simplest and most eco- 
nomical and easiest way to meet it is 
through life insurance which will pay it 
for the estate instead of from the es- 
tate.” 

Myron E. Smith, Boston agent for 
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The Mutual Benefit Life ‘Insurance Company 


“When my husband died eight yeers ego, it was 6 question in” - 
- my tind whether-I could keep my family of four children —_ 
: her, but the fact thet I was receiving life insurance 
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We heve also kept our home, end even made great improvements — 
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Phoenix Mutual, a new arrival in life 
een spoke on “Two Years in the 
field. 
Per Capita Insurance Small 

J. Harold Stubbs, Farnsworth agency 
of the Equitable Society in New York 
talked on “Underwriting Financial Ob- 
jectives.” John R. Campbell, Jr., re. 
gional representative Social Security 
Board, spoke on the Social Security 
Act. He also has life insurance experi- 
ence. One of his remarks was that: 

“Especially during the last twenty- 
five years it has been shown that Ordi- 
nary life insurance seems to grow rapid- 
ly whenever strong competition develops, 
This has been noted in Industrial insur- 
ance, Group life insurance, savings bank 
insurance and war risk insurance. In 
the development of each of these forms 
it could be assumed that the ordinary 
insurance facilities of the times were 
not meeting adequately that particular 
kind of risk. Today, even with all 
these forms of protection the total may 
be insufficient for the requirements of 
the United States. When all these types 
are added together there is found less 
than $1,000 of life insurance per capita 
in force in this country. Judging from 
our own conversations with representa- 
tive insurance men, it appears that the 
Federal insurance program is likely to 
enlarge rather than to diminish the 
Ordinary life insurance business.” 





Wienecke Supervisor 


Mutual Trust Life Co. 


Mutual Trust Life, Chicago, announces 
appointment of Robert H. Wienecke as 
supervisor of Cook County agencies. He 
is a past president of the Chicago Life 
Agencies Supervisors Club. Until his 
appointment by Mutual Trust Life Mr. 
Wienecke was assistant manager of the 
Zischke agency, Union Central, and pre- 
viously director of education with W. A. 
Alexander & Co. He will be in charge 
of all Cook County agents and agencies 
and also local brokerage business. 


GROUP PLAN ON GROCERS 


A Group life insurance plan on a co- 
operative basis, insuring 1,200 employes 
of the Economy Grocery Stores Corp. 
for more than $1,250,000, has been writ- 
ten by the John Hancock Mutual Life. 
Under this plan, every permanent em- 
ploye of the Economy Grocery Stores 
Corp. is entitled to subscribe for $1,000 
of Group life insurance. In speaking 
of this insurance plan, Sidney Rabin- 
owitz, treasurer of the corporation, said: 
“We feel that this Group life insurance 
plan is an excellent investment for all 
concerned and know it will pay dividends 
in better employer-employe relations.” 


TUNMORE AGENCY WELL AHEAD 

The John S. Tunmore agency, Provi- 
dent Mutual Life, New York City, fin- 
ished February 186% above its quota 
and second in production in the Provi- 
dent Mutual. The agency is also sec- 
ond in the company for production from 
first year men. Leading agents last 
month were John J. Tunmore, W. L. 
ny Charles Selig and Richard Charles- 
worth, 


L. O. M. A. ANNUAL MEETING 

Annual conference of the Life Office 
Management Association will be held at 
- Moines, Ia., on September 25, 26 and 
27. 
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L.O.M.A. Conference 
On Personnel May 2- 3 | 


MEETING IN “NEW YORK CITY 
Frank L. Rowland Says Subject of Per- 


sonnel Administration Is of Great 
Current Interest 


The Life Office Management Associa- 
tion will hold its 1940 Spring conference 
at the Hotel New Yorker in New York 
City on May 2 and 3 when the theme 
“Recent Contributions to Personnel Ad- 
ministration” will be developed. Gordon 
A. Hardwick, vice-president and comp- 
troller, Penn Mutual, will be general 
chairman. A nuinber of speakers close 
to the subject of home office personnel 
are already on the program. 

Frank L. Rowland, executive secretary 
of LOMA, says about the theme of the 
meeting: “There has probably been more 
constructive thinking and experimenta- 
tion in home office personnel relations 
during the past year than at any time 
during the preceding decade. Definite 
progress has been made in many com- 
pany organizations in salary standardiza- 
tion, training of workers, the use of 
tests and other “tools” for more effec- 
tive selection and in creating a better 
esprit de corps. The objective of this 
conference is to present what we feel 
to be the essential characteristics of a 
personnel program emphasizing the more 
recent developments which have seem- 
ingly ‘proven in’.” 

The meeting program follows: 

Morning, May 2 

Opening Remarks by Association President, 
William P. Barber, Jr., secretary, Connecticut 
Mutual, ; 

“Essentials of a Life Office Personnel Pro- 
gram,” Gordon A. Hardwick, vice-president and 
comptroller, Penn Mutual. 

“Selecting Home Office Clerical Personnel,” 
George D. Wood, assistant secretary, Provident 
Mutual. Ae 

Discussion: Clerical Test Aspects of Selec- 
tion, Bert Sappenfield, L..O.M.A. Staff. 

“Selecting and Training College Men and 
~~ for Home and Field Office Positions,” 

Woodruff Ward, personnel department, Aetna 
Lite 

Discussion: College-Aid Plan of Employment, 
D. N. Warters, associate actuary, Bankers Life. 

Afternoon, May 2 

“Health of Office Workers,” speaker to be 
selected. 

“A Promotional Plan for Home Office Work- 
ers,” Hl, I... Rhoades, assistant to personnel 
officer, Metropolitan. 

“Per sonnel Considerations in Office Planning,” 
a representative of the Prudential. 


Morning, May 3 

“Measuring Management,” Charles E. Rick- 
ards, assistant actuary Penn Mutual. 

“Management’s and the Employe’s Oppor- 
tunity in Building and Maintaining Public Ap- 
proval,” Holgar f. Johnson, president, Institute 
of Life Insurance. 

“Public Relations Aspect of the Employe 
House Organ,” Robert Newcomb, executive 
secretary House Magazine Institute. 

“Job Training Manuals of Instruction—Intro- 
ducing New Employes to the Job,” C. A. Burns, 
staff instructor Canada Life. 


Afternoon, May 
“The Functioning of a Life _ Salary 
Administration Plan,” speaker to be selected. 
Discussion: Miss rE. M, Newman, personnel 
manager Northwestern Mutual. 

“A Salary Committee in Action—Before and 
After” (Salary Standardization), Robert D. 
Gray, special research assistant, L.O.M.A., pre- 
siding. Committee panel to be announced. 

A preview of “American Portrait,” motion 
picture prepared and released by the Institute 
of Life Insurance, 





Keystone Advertisers 


Effect Change in Name 
_The Keystone Life Advertisers Asso- 
ciation have decided to change the name 
to the Keystone Group of the Life Ad- 
vertisers Association. This is to empha- 
size the parental nature of the national 
organization, the Keystone Group pro- 
viding local meetings for the members 
working in and around Philadelphia and 
Wilmington. 

At the March meeting Al Cooper, 
Provident Mutual, led the program fea- 
ture, which was a recapitulation and con- 
tinuation of the platform discussions of 
the recent Eastern Round Table in New 
York. The theme that particularly came 
in for extended discussion was public 
relations, with sidelights on the present 
trend toward humanization of annual 
Statements. At the April meeting direct 
mail will be the subject. 
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ADVERTISING. 





Year after year Union Cen- 
tral has smoothed the way for 
its sales 
national advertising. 


force with powerful 


In 1940 a good part of this 
advertising will work on the 
millions of readers of LIFE 
magazine — ads that telegraph 


a specific story as these do. 
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IDEAS that CLICK 


By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 129 


Following the psychology that a lot 
of people go to the motorboat show or 
the sportsman’s show and chat with 





salesmen about cabin cruisers with price 
tags written in five figures when those 
same people are scared of salesmen who 
might sell them something within range 


Davis, 


of their pocket books, Sam P. 


He'll talk about $11,000 but he won't 
buy his wife a new hat! 


general agent, Phoenix Mutual, New 
York City, has developed a sales plan 
for retirement income based on what he 
calls “reversed selling.” 

Sam Davis’ idea is simply this: Con- 
duct the interview on single premium 
retirement income. Then when the pros- 
pect agrees to all the advantages of the 
plan, admits he wants it, but he really 
hasn’t the single premium to make him 
a prospect for such a plan; show him 
that he can buy it on the installment 
plan. The installment plan, of course, 
simply means an annual premium con- 
tract. After talking single premium, the 
annual premium looks small. Mr. Davis 
says: “The agent gets a chance to give 
a complete sales talk on retirement in- 
come where otherwise he might not get 
the interview.” He continues: 

“Many times it is smart to sell some- 
thing that we don’t want to sell. The 
single premium idea is a wedge to get 
the interest of a man who wants an 
estate. Even if we know a man hasn’t 
any investments, we can say to him: 
‘Mr. Prospect, when you look over your 
portfolio and decide to sell some securi- 
ties you will be faced with a problem 
of reinvestment of your money. I want 
to show you these figures so you will 
have them when that time comes’.” 

As an investment compared with other 
investments, Mr. Davis emphasizes the 
tax advantages of his plan, that there 
is no reinvestment problem, that it has 
a guaranteed sale price each year, that 
creditors can’t come in on any of the 
cash benefits. 

When he completes his story covering 
fifteen points of advantage and bringing 
out the idea of $100 a month retirement 
income he says to his prospect: “If you 
had an additional $11,000 you would buy 
that plan wouldn’t you? Of course, you 
would. Well, the only way you can get 
$11,000 is to save it; so lets start to 
save it right now. You can buy this 
identical same plan on the installment 
plan provided you can qualify.” 





Sales Conference in Philadelphia 


Draws Attendance of Nearly 1,000 


By E. S. Banks 


The annual luncheon and sales con- 
ference of the Philadelphia Association 
of Life Underwriters was held March 
14 with nearly 1,000 men and women _ that 
present. Usefulness of the agent in the 
scheme of life insurance selling was a 
strong feature in some of the addresses, 
as well as that the saturation point in 
life insurance is far from being reached 
and that the “golden decade” is ahead. 
Besides the valuable sales talks the audi- 
ence was given a preview of the Insti- 
tute of Life Insurance’s latest film pro- 
duction “American Portrait.” 


Harris on Public Interest 

George H. Harris, public relations 
officer, Sun Life of Canada, contended 
that an outstanding development of re- 
cent years is that the public interest in 
life insurance centers on its making some 
contribution to society and to the devel- 
opment of public welfare. He declared 
that life insurance has developed and 
grown through the agent. .His belief is 
that life insurance has grown “with the 
heightened sense of responsibility and were 


freedom.” 
period h 


demonstrators 
Agents were 


for social serv 
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strongly, treat 
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you worth twe 


that mortality 
eliminate 


acquisition cost at 


with people who know the meaning of 
He held that although the 
business has stood still for ten years, 
as marked the greatest 
forward movement in life insurance, and 
asked, “I wonder if we 


instead of 


12¢ 


are turning 
selling ?” 
warned against knowing 
too much and forgetting the social needs. 

Mr. Harris believes that agents enter 
the business because they have a flair 
ice. He advised against 
misusing knowledge and to acquire faith 
in what life insurance can do. Use simple 
language, he urged. 

Agent Necessity Says Jaqua 

A. R. Jaqua, associate editor Diamond 
defended the field forces 
ed them as a_ necessity 
and cited the history of those organiza- 
tions which have sold life insurance with- 
f agents. He calculated 
2% and-asked, ‘ 
Ive cents?” He declared 
cost would rise if ag 
d and that in the 
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Life insurance—the financial bulwark 
which is one of the greatest stabiliz- 
ing influences in the American way of 
living. It is an institution serving 
families today, as well as providing 
for their future — protecting homes, 
lives and business. The life insurance 
agents engaged in this worthwhile 
occupation are essential builders of 
this American institution. 
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EIGHTY-EIGHTH ANNUAL STATEMENT—DECEMBER 31, 1939 


Assets 


Cash on Hand and in Banks....$ 3,616,794.09 
Bonds, including Accrued In- 


(oon pier esstic aia aaaeReee 23,891,238.30 Deposit .............. sessannnnesacnnnnnnnen $60,997,948,12 
CIID... cisnitninmogianincianinmentticiainens ; 986,340.00 
Real Estate Mortgages, includ- Ss " 
ing Interest Due and Accrued 13,035,775.42 Claims in Process of Settle 
Loans on Policies, including IE cicicentchicnsnasinaiaalatinnihiinieeniens 306,933.33 
m2 ee Accrued...... 10,015,856.76 
eal Estate, including Rents 
Due and Accrued........ccccccc00-- 11,298,952.97 Accrued Liabilities .................... 341,518.33 
Premiums we and in 
Course of Collection................ 1,307,266.63 ds A tioned ............ 639,550. 
Miscellaneous Assets. .............+ 4,592.49 Berisents Apes ‘ ~ 
Less: $64,156,816.66 Reserves and Unassigned 
Mortgage Loan Funds in I aA iiacnidia oa cesinconanoell 1,840,917.51 
Escrow and icneninanta Ac- 
ae we 29,949.37 


Total Admitted oni. $64,126,867.29 









Liabilities 


Reserves, including Funds on 


Total Liabilities ............ $64,126,867.29 


Income ; a $ 11,458,975.33 
Disbursements . 7 8,770,562.24 

Balance added to pattentettied rer io. 8 2,688,413.20 
Insurance in Force as of December 31, 1939....................... $212,500,163.00 


4s, any BERKSHIRE c 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


F. H. RHODES, President 


PITTSFIELD, MASS 








Business Week on TNEC | 


Business Week, a New York maga- 
zine, devotes ten pages of its March 
16 issue to a discussion of the insur- 
ance hearings before TNEC. It did 


a good job in analyzing the testimony. 













run cost to the policyholders would be 
increased. It was contended that the 
agent helps also in creating the safety 
of life insurance. Banks fail because 
they have to convert assets into 
cash. Life companies do not have to 
do that because of the daily income of 
premiums produced by agents. 
m. H. Burns Stresses Distribution 

William H. Burns, large personal pro- 
ducer of Philadelphia, who sells only big 
cases, delivered an address much of 
which is familiar to life insurance peo- 
ple because he is an unusual character 
in this business and has been eagerly 
sought on numerous occasions as a 
speaker. The first part of his talk was 
a frank exposition of his method of 
operation, the second a breakdown of a 
trust agreement, in whch he was assisted 
by his associate, Frank Campbell. Key- 
note of his talk was that life underwriters 
must realize they are in business under 
distribution, to which a man gives 5% 

his time, spending 85% in accumula- 
tion and 10% in conservation. “Talk 
distribution,” said Mr. Burns, “Make 
the man recognize something that he 
doesn’t have.” 





FARM BUREAU LIFE 





Columbus Company, Entered Here, Is 
Running Mate of Farm Bureau Auto- 
mobile and Farm Bureau Mutual Fire 
The Farm Bureau Life Insurance Co, 

of Columbus, O., which has been admit- 

ted to New York State, was incorporated 
as a legal reserve company in March, 

1929. It formerly operated in trust the 

business of the American Insurance 

Union of Columbus, a fraternal. The 

trustee arrangement was terminated in 

1933 by the appointment of receivers 

for the old fraternal. The legal reserve 

company is not liable for unpaid claims 
or other liabilities of the fraternal. 

On October 8, 1935, control of the 
stock was purchased by the Farm Bu- 
reau. Mutual Automobile Insurance Co. 
_ The Farm Bureau Life Insurance Co. 
is used as a companion to the Farm 
Bureau Mutual Automobile Insurance 
Co. and the Farm Bureau Mutual Fire 
Co., both in excellent financial condi- 
tion. The Farm Bureau Life, which title 
was adopted in February, 1939, was for- 
merly called the Co-operative Life Insur- 
ance Co. of America. 

GIBSON LEWIS “ANNIVERSARY 

March 20 was the first anniversary of 
the return of Gibson Lewis to Brooklyn 
as general agent for the Massachusetts 
Mutual. His associates presented him 
with a leather correspondence folder 
marked with his name. His agency is 
located in attractive offices at 1 Hanson 
Place, Brooklyn. 
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Survey Proves Worth 
Of Brokerage Business 


NEW YORK SUPERVISORS PANEL 





Find Brokerage Business Good as Full 
Time Production; Small Turn-Over 
Among Established Brokers 





What developed into one of the best 
meetings ever held by the Life Super- 
visors Association of New York City put 
on the record this week a careful study 
of brokerage business which led up to 
these conclusions: That the small turn- 
over among established general brokers 
makes it profitable to spend a long time 
in their development; that the quality 
and persistency of brokerage business 
is just about as good as business from 
full-time agents; that the brokerage su- 
pervisor’s job is similar to the full-time 
supervisor's work in that it involves 
selection, training, assistance and even 
joint work ; that the activity of a broker- 
age supervisor is extremely valuable to 
an agency and a company. The discus- 
sion by a panel of eight men was devoted 
to a study of business from general 
brokers as distinguished from surplus 
lines. 

Paul Orr, Jr., Bragg agency, Guardian. 
who was chairman of the panel, directed 
his questions to develop two points: 
“How do you get brokerage business? 
How good is it?” 

Prospecting for brokers is similar to 
other types of recruiting with planned 
references seeming to be the _ best 
method. Cold canvass, circularization, 
lists of new brokers ave used. Opinion 
is that supervisors contact many brokers 
and then concentrate on a select group 
to develop them into consistent pro- 
ducers. 

The new New York State law requir- 
ing examination for license as a life in- 
surance agent, divides brokers into two 
classifications : Those who have sold life 
insurance in the past and those who must 
pass an examination to get a license. 
Approach to the first group is made on 
the basis of special policies, attractive 
commissions, agency service to brokers 
or the personal interest of the super- 
visor. The second group must be sold 
the idea that selling life insurance is 
profitable and is necessary to the broker 
who would offer a complete insurance 
service to his clientele. 

Brokerage schools have been found to 
be most successful when enrollment and 
attendance is based on the personal call 
of a supervisor rather than circulariza- 
tion. Business resulting from the school 
depends upon the follow-up of the 
agency. 

Quality and Persistency 

As to quality and persistency of busi- 
ness from brokers, one agency reported 
these results from a three-year survey 
covering 1937, ’38 and ’39: Of $100,000 
new business submitted, $80,000 was is- 
sued and $70,000 paid for. Of 100 cases 
submitted, 85 were issued and 80 paid 
for. Average size of submitted case was 
$10,000 and of paid-for case $8,000. Busi- 
ness paid-for showed a 6% lapse ratio 
over a three year period and 5% lapse 
ratio in the first year. Of the total 
business 65% of volume and more than 
50% of the cases were from 15% of the 
brokers doing business with that agency. 
Of the 15% many have been doing a 
life insurance business with the agency 
for ten years or more. 

Another agency reported that an impar- 
tial study of its business showed brok- 
erage cases to be more persistent than 
full-time production with a lower acqui- 
sition cost and therefore a higher profit 
to the agency. A third agency reported 
a similar experience and added that a 
conservation department in the agency 
had resulted in raising the persistency 
of brokerage business in that agency to 
a higher level than that for the company 
as a whole. 

Members of the Panel 


With Mr. Orr on the panel were Wil- 
liam C. Smerling, Wolfson agency, Berk- 
shire, who started the ground work for 
this brokerage clinic last year, and these 


members of the association: Arthur 
Sullivan, Bragg agency, Guardian; Mur- 
ray April, Hancel agency, Continental 
American; Samuel Wilson, Jones agency, 
Mutual Life of N. Y., Harold Cronin, 
McNulty agency, Prudential; Roe Maier, 
Keffer agency, Aetna Life; Carl Smith, 
Fraser agency, Connecticut Mutual and 
Charles Biesel, Edwards agency, Man- 
hattan Life. Milton Gordon, Hersch 
agency, Security Mutual, was also a 
member of the panel but unable to take 
part due to illness. Sam Rosan, Knight 
agency, Union Central, as president of 
the association, presented the panel. 


Savings Bank Bill 


(Continued from Page 1) 





vocation or suspension of authority to 
write business is taken away. 
Insurance Fund Set Up 

There is set up a central Savings Bank 
Life Insurance Fund in the banking de- 
partment with general corporate powers 
to be administered by six trustees. This 
was one of the things the savings banks 
wanted originally. The fund is to be 
made up from monthly payments by the 
banks of a percentage of premium in- 
a not less than 2% nor more than 
4%. 

Another departure from the original 
law is that the guaranty funds to set 
up an insurance department in a savings 
bank could be drawn from the bank’s 
surplus, not necessarily privately sub- 
scribed as at present, 

Very broad powers, it is pointed out, 
are vested in the six fund trustees who 
are required to be trustees of savings 
banks; only three of the six need be 
trustees of banks with life insurance 
departments. 





BROOKLYN MANAGERS MEET 

Clancy D. Connell, general agent, Prov- 
ident Mutual, New York City, and chair- 
man of the agency practices committee, 
National Association of Life, Underwrit- 











Rumored G. L. Harrison 
May Head New York Life 


ANNUAL ELECTION IS IN MAY 





Chairman Buckner, 75, in Past Few Years 
Has Asked Directors for Relief 
From Some Responsibilities 





Reports circulating in the financial dis- 
trict this week that George L. Harrison, 
president of Federal Reserve Bank of 
New York, was being considered for the 
presidency of the New York Life, and 
that if he were elected Alfred L. Aiken, 
now president, would become chairman, 
succeeding Thomas A. Buckner, were 
printed in daily papers Tuesday. At the 
offces of the New York Life and the 
Federal Reserve Bank no statement was 
made, either of confirmation or denial. 
If a new president of the New York 
Life is elected it will be at the annual 
meeting in May. 

Thomas A. Buckner is 75 years old 
and in April will have been with the 
New York Life sixty years. For four 
or five years past he has told the di- 
rectors that the time must come when 
he should be relieved of some of his 
responsibilities and suggested that con- 
sideration should be given of his wish 
in this direction. He became chairman 
in 1936 when Mr. Aiken was elected 
president. Before becoming president 
Mr. Buckner for years was head of the 
agency division of the company. 

A graduate of Yale and Harvard, Mr. 
Harrison was legal secretary to the late 
Associate Justice Oliver Wendell Holmes 
of the Supreme Court. He became as- 
sistant general counsel of the Federal 
Reserve Board in 1914. In 1918 he went 
overseas as captain of the Red Cross. 
He became governor of the Federal Re- 
serve Bank board in 1928 and president 
in 1936. 





ers, addressed a luncheon meeting of the 
Brooklyn Life Managers Association 
Wednesday. 





WEIGHING IN 


insurance business. 








General Agents and Companies too are 
now more than ever, exacting about the 


quality of men they invite to enter the life 








On the scales new men must stand, their 


success potentialities accurately weighed. 


The State Mutual recruit is the man 
whose past and present indicates a future. 





STATE MUTUAL LIFE 


ASSURANCE COMPANY 








of Worcester, Massachusetts 


Incorporated 1844 








aN 
UNMISTAKABLE 
TREND 


The smart Life insurance 
agent of today is rounding out 
his income by the sale of Acci- 
dent & Health Insurance. The 
reason is obvious: Greater re- 
ceptiveness on the part of the 
public to Income Protection 
means easier sales and a quicker 
approach to the prospect’s life 
insurance problems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT is now offering agents 
its new and modern Practical 
Policy containing many liberal 
features at reasonable premium 
cost. Offer it to your best pros- 
pects and customers with the 
assurance that PREFERRED’s 
55 years of Disability insurance 
experience will back you up. 
This is one of many accident 
policies issued by this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 


know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not start off the Spring 
Season by getting complete de- 
tails on our Practical Policy 
and other contracts, which will 
be speedily furnished upon re- 
quest. 


You might as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 
PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 
President 
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Manager of Agencies Lewis B. 


Hendershot and Mrs. Hendershot 


| Oe 


President Fred H. Rhodes 
and Mrs. Rhodes 


Factors Limiting Performance of 


Agents Shown by L. B. Hendershot 


individual in job has a 
“ceiling” or maximum of performance 
but few salesmen in the life insurance 
field at least reach this ceiling, said L. 
B. Hendershot, manager of agencies of 
the Berkshire Life, in addressing the 
Rhodes Club convention at Miami last 
week. The average life insurance sales- 
man under contract today is not limited 
by lack of ability but by failure to or- 
ganize and employ that ability. 

Diagnosis shows the reasons for lack 
of success and Mr. Hendershot, quoting 
from results of a Life Insurance Sales 
Research Bureau study given by B. N. 
Woodson of that organization, cited the 
following as some of the common fail- 
ures: No time control plan, unsatisfac- 
tory ratio of new calls to old, enthusiasm 
lacking, not enough “centers of influ- 
ence,” ‘works the same old prospects 
over and over, makes poor approach— 
never gets opportunity to tell his story, 
doesn’t plan work, lacks knowledge of 
needs for life insurance, lacks knowledge 
of application of life insurance specifi- 
cally to needs. 

Mr. Hendershot went on to cite fur- 
ther results of this study and gave the 
following four major limitations on the 
agent’s performance: Inadequate pros- 
pects—inadequate as to number or buy- 


Every any 


ing power or both. Insufficient expos- 
ure—the agent doesn’t really work at the 
job; he doesn’t see enough people; he 
doesn’t use good management in the 
planning of his time; doesn’t make a 
sufficient number of calls and interviews. 
Ineffective presentations—he doesn’t tell 
his story as effectively as might be. (In- 
cluded in the presentation are the ap- 
proach and the close, as well as the 
body of the story.) In other words, he 
doesn’t have an interesting and convinc- 
ing proposition to make, and does not 
employ the principles of ‘good salesman- 
ship in making the presentation. 

“Tsn’t it largely because although he 
wants to do a better job, he doesn’t 
want to enough?” said Mr. Hendershot. 
“In most of our talking and writing 
about selling life insurance we ordinarily 
enumerate three factors which the sales- 
man must have in order to improve his 
results. They are: Profitable prospect- 
ing, good work habits, effective sales 
technique, and the personal element.” 

Mr. Hendershot went on to say that 
by personal element he meant that many 
agents can do something not necessarily 
about changing their personality but 
rather to using those qualities which lie 
dormant within them and which they 
have not used simply because they 
haven’t faced facts. 


Organized Sales Talk Will Sell 


More Insurance, Says Smerling 


The agent who develops a real sales 
talk, or several sales talks, will 
sarily sell more life insurance, 
William C. Smerling of the Wolfson 
agency, New York City, in a talk before 
the Rhodes Club of the Berkshire Life 
in Miami last week. 


neces- 
stated 


“We men in the field think it is too 
difficult a task to study and apply our- 
selves to a given sales presentation,” 
continued Mr. Smerling, “and I will ad- 
init that it is not a simple thing for one 
trained in other habits to do. But it 


seems to me that if this is the means 
through whch we can improve ourselves 
and our production, then certainly we 
must do something about it. 

“Frankly, that part of the job is the 
simplest part of it all because it is noth- 
ing more than selecting one or all of 
the selling ideas which by study we can 
blend into our own language and into 
our own personalities. It is not neces- 
sary for us to use the same phraseology, 
the same expression, and the same man- 
ner of speech which was used by the 
one who prepared the talk.” 


Mr. Smerling went on to say: “Your 


Vice-President Harrison L. Amber 


and Mrs. Amber 


organization of what to say tells the 
prospective buyer why he should buy, 
and tells this in a most effective and 
proven way; and this organization cou- 
pled with the most important and vital 
instrument in selling today, that is, visual 
sales helps or guides, creates a power in 
selling that produces positive results. 

“If you acquire the habit of organizing 
yourself in what to say, in how you are 
going to say it, and prepare yourself 
with the necessary visual material, you 
will find that you are prepared to meet 
every possible objection that any pros- 
pect may raise in connection with the 
particular plan. If you know, as a result 
of profitable prospecting, that your client 
is able to assume the plan in question, 
if you know by proper working habits 
and planned time control that that mo- 
ment is the right time to see your pros- 
pect, then what you have to say and 
how you are going to say it, and how 
the objections are being overcome, can- 
not help but come to a conclusion which 
means a closed case for you. 

“If, therefore, this additional organi- 
zation of yourselves will mean a better 
percentage of closed business, then can 
we not truly say that sales presentations 





Vice-President Amber 


(Continued from Page 3) 


scheme of things is such that the great 
rewards go to the man or the cor- 
poration that can keep up more than 
the average degree of steadiness. It 
seems to me that the Berkshire Life 
is an admirable example of that truth. 
For eighty-nine years now they have 
been keeping up that steadiness which 
has made it one of the oldest of Amer- 
ican life insurance companies. Further- 
more, it has been steady in its attitude 
towards its policyholders and its field. 
From the very inception the doors of 
its officers have been wide open and 
they are still wide open to all who 
seek the hospitality, the kindly greet- 
ing, the ‘God-Bless-Our Home’ spirit 
which has ever been—I hope ever will 
hbe—the principle of the Berkshire Life 
Insurance Co. 

“The large producers in life insurance 
whom I have known seem to have one 
common characteristic, namely, orderly 
self-motivation. Orderly self-motivation 
is another stone in the arch of the 
scheme of things. 

“In the present scheme of things we 
find prospects mostly without much sur- 
plus cash. Oh, how often we find life 
insurance agents looking for people who 


Medical Examiner Dr. Frank 
Harnden and Mrs. Harnden 


are vital to your future productivity as 
life underwriters ? 

“My appeal to you today is simply 
this: Study the talks and their proper 
uses as presented to you by the home 
office, by your managers, by your super- 
visors. Improve your technique in the 
use of these presentations. Shorten 
your statements by making each sen- 
tence a power line, make each word the 
electricity which supplies the power line, 
and you have the better results of 
planned efficiency in prospecting and 
time control. 

“The best ghost writer can give the 
worst artist the best lines for a pro- 
gram—and you have very little; and the 
best artist certainly can do nothing with 
poor material. But let the ghost writer 
be good, and the artist transposes that 
goodness effectively, and you have a 
‘Jack Benny’ or a ‘Bing Crosby.’ 

“Tt is the men in the field,” concluded 
Mr. Smerling, “who can make _ these 
sales presentations better. Mr. Hender- 
shot can prepare good ones—you know 
that—but only we can make them better 
for ouselves by diligent application and 
effort, to the end that results will be 
better.” 


have a lot of surplus cash. That is like 
looking for the pot of gold at the end 
of the rainbow. When those people 
with surplus cash cannot be found those 
agents are lost and know not what to 
do. We must recognize in the scheme 
of things that the purchase of life in- 
surance requires sacrifice. Sacrifice is 
spiritual, not intellectual. It comes from 
the heart and not from the head. It re- 
sponds to appeal, not to reason; to emo- 
tion, not to logic. And that is the 
scheme of things all over this country 
today. 

“You cannot persuade me to let go of 
$100, or $500, unless in doing so some- 
thing happens that touches my heart- 
strings. You cannot sell me life insur- 
ance because it is the logical thing to 
do, I admit that. I admit that most 
successful men in the world today carry 
some life insurance. I admit that most 
men who have lived in the years passed 
have done so. I admit that it is perhaps 
a good way to create an estate, but I 
will let go of $100 not because it is the 
logical thing to do but because my 
family will benefit in their scheme of 
life,—it asstires them an education, even 
if I am not here to provide it. I will 
let go of $100 because I can leave 
enough insurance to pay my debts and 
the world will look upon me as an hon- 
est man.” 
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SOME OF THOSE ATTENDING BERKSHIRE LIFE RHODES CLUB MEETING 
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Sweeney Writes Book 


On “Professionalism” 


TRIBUTE TO INSURANCE AGENT 


West Virginia Slanager of Equitable So- 
ciety Discusses Elevated Motivation 
in Salesmanship 


Life insurance salesmanship has: often 
been called a “professicn.” Thomas B. 
Sweeney, West Virginia manager of 
Equitable Life Assurance Society, is so 
convinced that this is a correct desig- 
nation that he has written a book to 
prove it. Bearing the title, “Life Un- 
derwriting as a Professional Career,” it 


THOMAS B. SWEENEY 


is published by Harper & Brothers. 
Starting out to make medicine his ca- 
reer, Mr. Sweeney studied to be a doc- 
tor for four years. Then he became an 
agent; was lucky enough to write a large 
policy his first day in the field; and 
since then life insurance has been his 
paramount interest. 

An insurance agent makes a living 
in selling life insurance, just as people 
sell other things for gain, but in life 
insurance Mr. Sweeney sees a higher 
motive than mere personal gain. How- 
ever, he says that the agent who regards 
his daily work as a profession and who 
wants the public to accept his own con- 
ception of his role, “must want to serve 
mankind rather than to have mankind 
serve him.” He must, also, believe that 
the field of life insurance offers him an 
opportunity to satisfy his life’s ambition, 
both from a money standpoint and from 
point of view of being independent and 
doing good. That the agent must seek 
out and solicit his clients in no sense 
detracts from his professional attributes, 
provided he sincerely tries to serve the 
interests of those clients. That he must 
be a clever and tactful salesman only 
adds .zest to his vocation. 


The Professional Agent 


Contrasting “commercial” with “pro- 
fessional” selling, Mr. Sweeney says of 
the agent: “He lives under the constant 
excitement of looking for human needs; 
the fascination of devising ingenious 
ways of approaching the prospective cli- 
ent he has intelligently selected and 
methods of convincing him that only 
through life insurance can his life’s ob- 
jectives be guaranteed. He never asks 
any person to do what he himself would 
not do were he in that person’s posi- 
tion. He must realize in his heart that 
he is not asking but is granting favors.” 

Mr. Sweeney concludes his book -with 
some actual examples of sales dialogue 
between a protessional agent and his 
prospects. 





CORNING COMPLETES 45 YEARS 


James B. Corning, field accounts de- 
partment, Aetna Life Affiliated Compa- 
nies, observed his forty-fifth anniversary 
with that group last month. 


Dividends on Paid-Up Policies Are 
Subject of Revenue Dept. Letter 


The following correspondence between 
Meyer Chaimas, life insurance agent in 
New York City, and the Commissioner 
of Internal Revenue on the subject of 
the tax status on dividends of paid-up 
life insurance policies is given here for 
the interest and information of readers. 
Mr. Chaimas, formerly an accountant 
and at one time with the Internal Reve- 
nue Department, has been in the life 
insurance business for twelve years; is 
now with the Dawson agency, New Eng- 
land Mutual. His letter, the depart- 
ment’s reply and Mr. Chaimas’ refer- 
ences to the tax law which were a part 
of his letter follow in full: 

November 28, 1939. 
Commissioner of Internal Revenue, 
Washington, D. C. 
Sir: 

The subject of this communication is 
the income tax status of dividends on 
paid-up life insurance or endowment in- 
surance policies. 

Paid-up policies are assumed to in- 
clude: 

1. Single Premium — Policies bought 
with one premium paid in advance. 

2. Paid-up Limited Payment—Policies 
with premiums payable for a number of 
years, fewer than for life or than to 
maturity if endowments, for which all 
the required premiums have been paid. 

3. Lapsed policies on which paid-up 
insurance was taken as the nonforfeit- 
ure option—where, on default in the 
payment of premiums, policies lapse and 
the reserve or cash value, if less than 
the reserve, is used as a single premium 
to buy a paid-up policy of the same 
kind for a reduced amount, at the re- 
quest of the insured or by automatic 
provision of the original policy. 

4. Paid-up Additions — Dividends on 
premium-paying policies used as single 
premiums to buy paid-up additions to 
the amount indicated on the face of the 
policy, though no separate policies are 
issued for such additions. 

Accompanying this letter are excerpts 
from the several Revenue Acts and 
Income Tax Regulations dealing with 
this subject, beginning with the Revenue 
Act of 1918 and Regulations 45. 

Apparently there is no word in any 
of these Revenue Acts of any dividends 
on life insurance or endowment insur- 
ance policies, premium-paying or paid- 
up. 

Neither Regulations 45 nor Regulations 
62 mentions dividends on premium-pay- 
ing policies. This appears for the first 
time in Regulations 65. 

Regulations 45, 62 and 65 provide (Ar- 
ticle 47): 

. Distributions on paid-up policies 
which are made out of earnings of 
the insurance company subject to tax 
are in the nature of corporate divi- 
dends and are income of an individ- 
ual only for the purpose of the sur- 
tax. 

This provision does not appear in Reg- 
ulations 69 and succeeding Regulations. 

It seemed reasonable to suppose, there- 
fore, that since 1926 such “distributions” 
are not income subject to tax unless and 
until such “distributions” 

.. (when added to amounts received 
before the taxable year under such 
contract) exceed the aggregate pre- 
miums or consideration paid (wheth- 
er or not paid during the taxable 
year)—Regulations 69, Article 72 and 
Regulations 86, 94 and 101, Article 
22 (b) (2)—1. 

Is_ this supposition correct? Or, if 
“distributions” on paid-up life insurance 
or endowment policies are income sub- 
ject to tax, will you be good enough to 
give us appropriate references? 

Very truly yours, 
MEYER CHAIMAS. 


Attached to Mr. Chaimas’ letter were 
the references to which he referred and 
which are made a part of this story. 


After a letter of acknowledgment, the 
Revenue Department sent a letter at 
greater length on December 21, 1939. 
This letter follows: 

Revenue Department’s Reply 
Sir: 
Further reference is made to your 
letter of November 28, 1939, in which 
you inquire regarding the taxable status 
of dividends on paid-up life insurance 
or endowment insurance policies. 

Generally speaking, under the current 
revenue act, amounts received as a re- 
turn of premiums paid under life insur- 
ance, endowment or annuity contracts 
and the so-called “dividend” of a mu- 
tual insurance company which may be 
credited against the current premium, 
are not subject to tax. (See last sen- 
tence of Article 22 (a)—12 of Income 
Tax Regulations 101, made applicable to 
the Internal Revenue Code by Treasury 
Decision 4885, C.D. 1939—1, 396.) 

With respect to the classes of policies 
identified as paid-up policies in your 
letter under 1, 2 and 3, in the event the 
circumstances are such that the “divi- 
dend” is not a return of excess premiums 
paid, it would be taxable income to the 
recipient for the year in which it is 
credited and becomes unqualifiedly sub- 
ject to the taxpayer’s demand 

As to policies under item 4, the 
that the dividends received are on “pre- 
mium-paying” policies apparently would 
eliminate them from the class of “paid- 
up” policies. Assuming that the com- 
pany issuing the policies is a mutual 
company, the so-called dividend in such 
case used to buy paid-up additions to 
the amount indicated on the face of the 
policy, is not subject to Federal income 
tax for the reason that it is regarded as 
a return of excess premium. (Sce last 
sentence of Article 22 (a)—12 of Regula- 
tions 101, supra.) 

While the foregoing is generally true 
under the provisions of the current rev- 
enue act, the application to cases de- 
pends in each instance upon the specific 
terms of the particular policy. 


Respectfully, 


TIMOTHY C. MOONEY, 
Deputy Commissioner. 
By L. K. Sunderlin, 


fact 


Mc 
Chief of Section. 


Excerpts from Revenue Acts 


As a part of his letter Mr. Chaimas 
attached a list of excerpts from the 
Revenue Acts and Income Tax Regu- 
lations. It is a valuable reference which 
completely covers this subject from 1918 
up to date. The references are given 
here from Mr. Chaimas’ letter in full: 


Revenue Acts of 1918, 1921 and 1924. Sec- 
tion 213 (b)—Gross Income Defined: Exclu- 
sions: (2) The amount received by the insured 
as a return of premium or premiums paid by 
him under life insurance, endowment or annu- 
ity contracts, either during the term or at the 
maturity of the term mentioned in the contract 
or upon surrender of the contract. 

Revenue Act of 1926, Section 213 (b)—Gross 
Income Defined: Exclusions: (2) Amounts re- 
ceived (other than amounts paid by reason of 
the death of the insured and interest payments 
on such amounts) under a life insurance, en- 
dowment or annuity contract, but if such 
amounts (when added to amounts received be- 
fore the taxable year under such contract) 
exceed the aggregate premiums or consideration 
paid (whether or not paid during the taxable 
year) then the excess shall be included in 
gross income. 

Revenue Acts of 1928 and 1932, Section 
22 (b)—Exclusions from Gross Income: (2) 
Annuities, etc.—Amounts received (other than 
amounts paid by reason of the death of the 
insured and interest payments on such amounts) 
under a life insurance, endowment or annuity 
contract, but if such amounts (when added to 
amounts received before the taxable year under 
such contract) exceed the aggregate premiums 
or consideration paid (whether or not paid dur- 
ing the taxable year) then the excess shall be 
included in gross income. 

Revenue Acts of 1934, 1936 and 1938, Sec- 
tion 22 (b)—Exclusions from Gross Income: 
(2) Annuities, etc—Amounts received (Other 
than amounts paid by reason of the death of 
the insured and interest payments on such 
amounts and other than amounts received as 
annuities) under a life insurance or endowment 
contract, but if such amounts (when added to 
amounts received before the taxable year under 


Philadelphia Life Ahead 
Of Last Year’s Record 


Philadelphia Life held its Spring 
meeting March 6. There were addresses 
by President Clifton Maloney, Vice- 
President Jackson Maloney, General 
Agent and Field Chairman D. E. Ed- 
mondson and Director of Agencies E.R. 
Hurst, who was toastmaster. The com- 
pany paid for $4,000,000 of business in 
the last six months of 1939 and Mr, 
Edmondson expects to do at least as 
much in the first half of this year and 
is ahead for the period. The company’s 
next convention will be in New England. 


P. C. Campbell, district manager at 
Danville, Pa., has revised his address, 
“Eleven Years of Consecutive Weekly 
Production,” first delivered in 1939, and 
it is now in pamphlet form. Vice- 
President Maloney has prepared in sim- 
ilar form his address, “Danger! Men 
Not Working!” delivered in Lewisburg, 
Pa., last February. 


such contract) exceed the aggregate premiums 
or consideration paid (whether or not paid dur- 
ing the taxable year) then the excess shall be 
included in gross income. 
Reference to Regulations 

Regulations 45 (1919, 1920 and 1921 editions) 
Revenue Act of 1918, and Regulations 62 (1922 
edition). Revenue Act of 1921: 

Article 47—Annuities and insurance policies— 

. . Where an insured receives under life in- 
surance, endowment or annuity contracts sums 
in excess of the premiums paid therefor, such 
excess is income for the year of its receipt. 
See Article 72. Distributions on paid-up policies 
which are made out of earnings of the insur- 
ance company subject to tax are in the nature 
of corporate dividends and are income of an 
individual only for the purpose of the surtax. 

Article 72—Proceeds of Insurance— . (b) 
During his life only so much of the amount 
received by an insured under life, endowment 
or annuity contracts as represents a return, with- 
out interest, of premiums paid by him therefor 
is excluded from his gross income. 

me 65 (1924 edition) Revenue Act 
of 1924 

Article 47—Annuities and insurance policies— 
. . « Amounts received by an insured as a re- 
turn of premiums paid by him under life insur- 
ance, endowment, or annuity contracts, such as 
the so-called “dividends” of a mutual insurance 
company which may be credited against the cur- 
rent premiums, are not subject to tax. See 
Article 72, Distributions on paid-up policies 
which are made out of earnings of the insurance 
company subject to tax are in the nature of 
corporate dividends and are income of an in- 
dividual only for the purpose of the surtax. 

Article 72—Proceeds of insurance—Compen- 
sation—Pensions— . . . The amount received by 
an insured under life insurance, endowment or 
annuity contracts as a return, without interest, 
of premiums paid by him therefore is excluded 
from his gross income. 

prc 69 (1926 edition) Revenue Act of 
926: 


Article 47—Annuities and insurance policies— 
Amounts received by an insured as a 
return of premiums paid by him under life 
insurance, endowment, or annuity contracts, 
such as the so-called “dividends” of a mutual 
insurance company which may be credited 
against the current premium, are not subject 
to tax, 

Article 72—Proceeds of insurance—Compensa- 
tion—Pensions— . . . Amounts received (other 
than amounts paid by reason of the death of 
the insured and interest payments on such 
amounts) under a life insurance, endowment, or 
annuity contract are excluded from gross in- 
come, but if such amounts (when added to 
amounts received before the taxable year under 
such contract) exceed the aggregate premiums 
or consideration paid (whether or not paid dur- 
ing the taxable year) then the excess shall be 
included in gross income. 

Regulations 74 (1929 edition) Revenue Act of 
1928, and Regulations 77 (1933 edition) Revenue 
Act of 1932: 

Article 62—As in Article 47, Regulations 69. 


Article 82—As in Article 72, Regulations 69. 
Regulations 86 (1935 edition) Revenue Act of 
1934, Regulations 94 (1936 edition) Revenue 
Act of 1936, and — cccccaa 101 (1939 edition) 
Revenue Act of 1 

Article 22 hag OED and insurance 
policies— . .. Amounts received as a return of 
premiums paid under life insurance, endowment 
or - contracts, and the so-called “divi- 
dends” a mutual insurance company which 
may be “credited against the current premium, 
are not subject to tax. 

Article 22 (b) (2)—1—Life insurance—En- 
dowment contracts—Amounts paid other than 
by reason of the death of the insured—Amounts 
received under a life insurance or endowment 
policy (other than amounts received by reason 
of the death of the insured, interest on such 
amounts, and amounts received as annuities) are 
not taxable until the aggregate of the amounts 
so received (when added to the amounts re- 
ceived before the taxable year under such pol- 
icy) exceeds the aggregate premiums or con- 
sideration paid, whether or not paid during the 
taxable year. 
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Pick Type of Prospects Suitable to 
You, P. B. West Tells Rhodes Club 


A prospecting expert will sell more 
insurance than a closing expert who 
neglects to cultivate new prospects, said 
Pemberton B. West of the Furey agency, 
Pittsburgh, addressing the Rhodes Club 
convention of the Berkshire Life at 
Miami last week. Mr. West said that 
a life insurance salesman should develop 
and organize effective prospecting meth- 
ods to assure him a continual stream of 
good prospects just as he should develop 
effective sales technique. Also a sys- 
tematic plan of selling is of no great 
value unless it is backed by a systematic 
plan of prospecting. He urged that his 
aa rs make prospecting a definite part 
of their selling technique and never stop 
prospecting. 

Continuing Mr. West said: 

“What is good prospecting? Until re- 
cently three measures were used to qual- 
ify an individual as a prospect: (1) 
Need for life insurance, (2) Money to 
pay the premium and (3) Ability to pass 
the examination. 

bay how should a man qualify today 
to be classed as a quality prospect and 
to warrant our spending our valuable 
time with him in proposing financial se- 
curity and, protection for himself and 
his family ? 

“One of the leading producers of the 
country recently stated before a sales 
congress group of life underwriters that 
to qualify as a select prospect an indi- 
vidual should not only have a need, be 
able to pay for and pass the examina- 
tion, but also should qualify under cer- 
tain other additional requirements—(1) 
he must have ambition; (2) he must 
have had experience which brings a 
feeling of responsibility; (3) must not 
be inseparably attached to one of our 
competitors; (4) must have a need for 
life insurance services which must not 
lie beyond our present knowledge and 
ability to supply; (5) must be the type 
of person with whom we can deal agree- 
ably. 

“Let us consider these five additional 
requirements. 





Myron C. Stowell and O. D. Richardson 
Myron C. Stowell of the Detroit agen- 
cy, and O. D. Richardson of the Chicago 
agency have between them a record of 
101 years’ service in the production ranks 
of the Berkshire Life. The first named 
has fifty-one years and the latter: fifty 
years. They were warmly and roundly 
greeted by their fellow Rhodes Club 
members. They are grand boys. 


“Must have ambition. It is generally 
agreed that it is a waste of time and 
money to attempt to sow the seeds of 
ambition if an individual is not willing 
to make present sacrifice for future 
goals. He should be eliminated at once 
as a select prospect. 

“Must have had experience which 
brings a feeling of responsibility. It 
certainly is not worthwhile to spend 
time on a man who has not had sufficient 
experience and developed a sense of re- 
sponsibility toward those whom he owes 
an obligation. If a man tells you he is 
doing the best he can and that his fami- 
ly can shift for themselves if he goes, 
the associate will be away ahead if he 
eliminates that individual from his list of 
select prospects. 

“Must not be inseparably attached to 
one of our competitors. Clients of our 
competitors will not and should not be 
classed as prospects. Too much time is 
often spent and wasted by life under- 
writers in senseless competition. We 
talk about building a clientele. Certain- 
ly physicians and lawyers do not solicit 
the clients of their fellow practitioners. 

“Of course, reference is not made to 
the case where a prospect tells a life 
underwriter that he has a friend in the 
business which he might be putting forth 
merely as an excuse. Rather, reference 
specifically is made to the case where 
another agent has given the policyhold- 
ers real service, has sold him the ma- 
jority of his life insurance and has really 
the inside track. 

“Must have a present need for life 
insurance service which must not lie 
beyond our present knowledge and abil- 
ity to supply. Under this heading comes 
highly specialized insurance service such 
as questions dealing with programming. 
Until an associate has really mastered 
the legal information necessary to suc- 
cessfully handle this type of selling, he 
had better stick to the more common 
needs such as Clean-Up Fund, Read- 
justment Income, Salary Continuation, 
Life Income for the Widow, Educational 
Funds for Children, Retirement Income 
Plans and perhaps Mortgage Redemp- 
tion plans, either from the point of view 
of package selling or elementary pro- 
gramming. 

“Must be the type of person with 
whom we can deal agreeably. This re- 
fers specifically, not meaning that a 
prospect must be suited to our oppor- 
tunities for an interview. It may call 
for a little self-analysis to arrive at who 
is our particular type of prospect. Cer- 
tainly socially we know naturally the 
kind of people we like to associate with 
and those who speak our language. 


Work Sheets as Effective Aid 
Shown by F. A. C. Tocque 


An effective set of work sheets which 
he uses was described before the Rhodes 
Club of the Berkshire Life at its meet- 
ing in Miami last week by F. A. C. 
Tocque of the Howes Agency, Chicago. 
Each prospect’s name is carried through 
from preliminary listing to a closed case 
or elimination. 

“The matter of keeping records is 
important to any business,” said Mr. 
Tocque, “also system, method and plan- 
ning are important factors in manage- 
ment of time control. I believe this is 
especially true in the life insurance 
business where time is one of the most 
important factors and it cannot be used 
as profitably or efficiently without the 
means of an adequate system and meth- 
od and the upkeep of reliable records. 

“Each life underwriter,” continued Mr. 
Tocque, “is running his own business 
and he cannot manage this profitably 
or e ciently without employing four 
items — system, method, planning and 
time control. If these are used they 
will perform a considerable amount of 
the work necessary to the securing of 
satisfactory results.” 
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WANTS, NEEDS AND POCKETBOOKS 


The insurance a man thinks he wants, what he most 
needs, and what he is able to buy are three different things. 
Fidelity has policy forms to meet every want, need, 


pocketbook. 








In addition to the usual forms there 
are Juvenile, Modified Life and “In- 
come for Life”. In addition to the 
usual benefits there are Disability, 
Accidental Death, Family Income, and 
Family Maintenance. 
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Giving facts about More than sixty-one years old, op- 
the Fidelity erating in 37 states, having assets of 


more than 129 million, and insurance 
in force of more than 365 million, the Fidelity is widely 
and favorably known as a friendly company. 
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NEW BOOK TELLS HISTORY OF 
NEW YORK FIRE DEPARTMENT 

E. P. Dutton & Co. just pub- 
lished a book called “History of the 
New York Fire Department” written 
by Lowell M. Limpus containing a pre- 
face on “The Ancient Art of Fire Fight- 
ing” by John J. McElligott, Fire Chief 
and Commissioner of New York. 


has 


The first New York fire of which there 
is a record was in 1628, when this city 
was called New Amsterdam. Some crude- 
ly built It set 
the authorities thinking about fire pro- 
tection, but it was not until twenty years 
later that Peter Stuyvesant 
created the office of fire 


shacks were destroyed. 


Governor 
warden which, 
than 200 
There was not much progress in 


by the way, continued for more 
years. 
fire fighting here for a century or so, 
volunteer firemen handled the situation 
by rushing buckets of water to the 
flames. 

Fire fighting began to get on a scien- 
1731 


from 


tific basis here in when two fire 


England. They 
and man-drawn 
Water was obtained 
from nearby ponds or cisterns. 


engines arrived 


were hand-operated 
pumps on wheels. 
The en- 
gines, however, effective 
in large fires as fire hose had not made 
its appearance yet. 


were not very 


Author Limpus cites 1776 as the date 
when New York had its first really dis- 
astrous At the time the 
20,000 This fire 
493 houses, and showed the fire depart- 
ment that it 
fires continued for 100 years or so. 


fire. city had 


popuiation. destroyed 
was Large 
The 
steam fire engine was introduced in 1845 
and the department 
eighty years later. 


inadequate. 


became motorized 
The book contains anecdotes of famous 
fire fighters in action. 

HEIGHT A FACTOR IN FIRES 

In its new booklet on the scope and 
building codes the National 
Fire Underwriters calls at- 
tention to the difficulty of fighting fires 
in tall buildings. 


aims of 
Board of 


Four stories is about 
the limit of effective fire fighting from 
the ground by means of streams from 
hand - held 
wagons. Above this height the trajec- 
tory of a hose stream directed through 
a window is so nearly vertical that it 
hits the ceiling and is deflected down- 
ward without penetrating any appre- 
ciable distance into the building. At 
somewhat greater height streams from 


nozzles or from battery 


water towers or from nozzles mounted 


on aerial ladders can be used, but in 
that case the firemen are working some- 
what blindly and perhaps also ineffec- 
tively due to partitions or other obstruc- 
tions cannot be seen. The net 
such cases is usually that the 
building, if non-fireproof, is gutted be- 
fore sufficient water can actually reach 


the heart of the fire. 


which 
result in 


The restriction of heights of non-fire- 
proof construction is a generally accepted 
principle, dictated by the necessity of 
quickly evacuating the occupants and by 
the difficulty of 


buildings. 


fighting fire in tall 


NET COST OF LIFE INSURANCE 

Ever since the testimony of Ernest J. 
Howe before the TNEC 
life insurance the 


on net cost of 
production forces of 
the country have been stirred up. In- 
surance men have complained to State 
Insurance Departments about use in 
competition of this testimony. 

During his testimony, however, Mr. 
Howe He said 


that in order to form a correct impres- 


delivered a warning. 
sion of relative net costs the operating 
management be sur- 
To correctly interpret these costs 
it is necessary to examine the adminis- 
trative policies of companies with respect 
to writing off asset losses, and strength- 
contingency re- 
Also in his opinion 
taken of losses 
prospective 


policies of must 


veyed. 


ening policy reserves, 
serves and surplus. 
account must be past, 
unprofit- 


and 


present and from 


able 


written. 


contracts outstanding being 


Fi pac Moore, 
Lexington, 


prominent local agent 
Va. and representative of 
Rockbridge county in the Virginia 
House, is being mentioned for next 
speaker of the House. Although Mr. 
Moore insists that all he knows about 
the matter is what he has seen in the 
newspapers, it is understood in legisla- 
tive circles that his friends in the House 
in which he has seen long service would 
like to see him speaker and will push 
him for the post. He is the father of 
Thomas T. Moore, chief examiner of the 
Virginia department. 
* + * 


William H. Danforth, chairman of the 
board, Ralston Purina Co. and a director 
of the New York Life, has accepted ap- 
pointment to the St. Louis committee of 
the Finnish Relief Fund. 

a - * 

Arthur A. Waller, 
United States manager of the Royal 
Exchange, is spending his third season 
at the Hotel Seneca, St. Petersburg, Fla. 


retired assistant 


PAUL B. SOMMERS 


Paul Bergen Sommers, president of 
the American of Newark, will complete 
twenty years with the company on Avril 
1. He is also president of the Dixie Fire 
and Columbia Fire of the American 
Group and is a former president of the 
National Board of Fire Underwriters. 
One of the leading fire insurance execu- 
tives in this country Mr. Sommers joined 
the American as superintendent of agents 
April 1, 1920, after having served as a 
local agent in Ohio and with the Scot- 
tish Union & National in the field. Three 
years later he became vice-president and 
in 1935 succeeded C. Weston Bailey as 
president. On July 3 Mr. Sommers will 
celebrate his fifty-fifth birthday. 

* ok a 


Dr. Charles B. Piper, medical director 
of the Connecticut Mutual Life, was 
speaker before the Baltimore Life Un- 
derwriters Association held at the Lord 
Baltimore Hotel on March 14. Dr. Piper 
made a hit with his talk, which was 
titled “Cross Words and Puzzles.” More 
than 100 persons attended the meeting. 

* * * 


D. Bobb Slattery of the National Life 
of Vermont, when he was in Philadel- 
phia, was chairman of the Keystone 
Group of the Life Advertisers Associa- 
tion. Keystone members, discovering 
that he was in Philadelphia over Palm 
Sunday week-end, gathered with their 
wives and gave Mr. and Mrs. Slattery 
a dinner party at the Arcadia, with 
twenty-two in attendance. 

* 


Thomas I. Parkinson, president Equi- 
table Society, has been presented with 
an Alumni Award of Merit by the 
General Alumni Society of the Univer- 
sity of Pennsylvania. The award was 
made to Mr. Parkinson, class of 1902, 
“for his inspiring leadership in busi- 
ness as president of one of the world’s 
great insurance companies and director 
of important corporations; for signifi- 
cant contributions to education in his 
alma mater and other institutions, and 
because of productive activity in alumni 
affairs. 

e a2 ss 

Andrew B. Dygert, Minneapolis office, 
Northwestern Mutual, has been re- 
elected president of the Minneapolis 
Area Council, Boy Scouts of America. 
Frank S. Preston, executive secretary, 
Minnesota Association of Insurance 
Agents, was elected a vice-president. 

. 2 Ss 


W. Fred Roberson, Bankers Life of 
Iowa agent, was selected by the Junior 
Chamber of Commerce for the “distin- 
guished service award for outstanding 
community service during 1939” in Iowa 
City, Ta. 


Sam D. Perry, president, and E. P, 
Rosamond, Jr., vice- eh respective- 
ly, of the Perry-Rosamond & Co. agen- 
cy of Birmingham, Ala., are the subject 
of a feature article in a recent issue 
of Alabama, the News Magazine of the 
Deep South. The firm, not much more 
than six years old, is regarded as one 
of the most progressive in Birmingham, 
and has affiliated with it a realty com- 
pany. President Perry’s hobby is golf 
and he has been twice state champion, 
twice Southern champion and in 1938 one 
of the runners-up for the Bobby Jones 
trophy in the Southern States Four-Ball 
neg gu sponsored by the South- 

Golf Association. His partner, F. 
Rosamond, Jr. devotes his hobby 
hours to photography. Douglas Hester, 
another vice-president, is head of the 
firm’s insurance department and, like 
President Perry, is a graduate of Uni- 
versity of Alabama. Mrs. Margaret AIl- 
exander is secretary of the agency. 
ae ae 


Arthur W. Theiss, sales promotion 
manager of the Ohio National Life, is 
chairman of the committee on arrange- 
ments for the meeting of the North 
Central Round Table of the Life Adver- 
tisers Association to be held in Cincin- 
nati, May 8-9. Speakers will include 
Ralph H. Jones, noted New York and 
Cincinnati advertising man; Seneca 
Gamble, Massachusetts Mutual Life: 
Paul Speicher, Research and Review Ser- 
vice; and George Severance, Ohio 
National Life at Chicago. 

* * x 


Mrs. Flora E. Kerr, one of the oldest 
insurance agents in western New York, 
observed her eighty-sixth birthday in 
Gowanda, N. Y., March 12. A bridge 
club, of which she is a member, held 
a surprise party in her home. Mrs. 
Kerr has been active in the insurance 
business since the death of her husband 
in 1902. She is in partnership with Win- 
nie Rich. She attends to her duties at 
the office each day and also does her 
own housework in her apartment, 

* * * 


Frank C. Capon, life manager for 
Canada of the Prudential of London, 
completed on March 12 forty years of 
service with the company, the last ten 
of which were in Canada. 

* * * 

Stratford Lee Morton, head of the 
Morton & Morton general agency ot 
Connecticut Mutual Life, was reelected 
treasurer of the Better Business Bureau 
of St. Louis. 

* * 

R. G. Waters, casualty insurance com- 
missioner of Texas since 1935, has an- 
nounced his candidacy for Congress 
from the First District, located in north- 
east Texas. A member of several com- 
mittees of the National Association of 
Insurance Commissioners, Mr. Waters 
has been active in the campaign to re- 
duce highway accidents in Texas. Elected 
county attorney of Bowie County in 
1924, he served two terms. He was 
elected district attorney for the fifth 
judicial district in 1928, but resigned 
during his second term in 1931 to accept 
appointment as assistant attorney gen- 
eral of Texas. He was state campaign 
manager for former Governor James V. 
Allred in his successful race for gover- 
nor in 1934. 

* * 

Roy R. Brockett, vice-president of A. 
A. Bettinger Co., Inc., Buffalo insurance 
aqency. was honored upon occasion of 
his election as chairman of the board of 
supervisors of Erie County at a testi- 
monial dinner in Kenmore last month. 

* * * 


Owen D. Murphy, Boston, district man- 
ager for John Hancock, and Mrs. Mur- 
phy are vacationing at St. Petersburg, 
Fla. Mr. Murphy is second vice-presi- 
dent, Boston Life Underwriters Asso- 
ciation. 
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Sumner T. Pike 

Sumner T. Pike, who has been repre- 
senting the Department of Commerce at 
insurance and other hearings of The 
Temporary National Economic Commit- 
tee (TNEC), was for several years head 
of the financial division of America Fore. 
A Maine man and a graduate of Bow- 
doin College he joined Stone & Webster 
of Boston, whose activities consisted of 
three divisions: securities company, en- 
gineering company, utilities and trans- 
portation. While with Stone & Webster 
he traveled widely in the United States 
getting a fine insight into industrial 
America. In the World War he was a 
captain in charge of an officers’ training 
school. Upon leaving the service he 
went South and had experience in sell- 
ing pumps, tanks and other machinery 
used in the oil fields of Texas. He is 
generally regarded as one of the best 
oil authorities in the country. 

In 1922 Mr. Pike came North and for 
a time was engaged in the South Amer- 
ican commission and export business. He 
then joined the America Fore in its 
financial division and was head of that 
division from 1925 to 1928. Sometime 
after leaving the insurance companies 
he joined Case, Pomeroy & Co., Inc., of 
New York City, of which he was a vice- 
president. Case, Pomeroy & Co., Inc., is 
a corporation, which engaged in many 
activities in the past is now principally 
occupied in the oil business. He was 
with the corporation eleven years. 

Mr. Pike has traveled extensively 
abroad, having once made a trip around 
the world. His home, when not in 
Washington, is in Lubec, Me. 

* * * 


Henry H. Putnam 


Henry H. Putnam, who on April 1 will 
retire as advertising manager of the 
John Hancock, has had a long career 
in journalism and in advertising. Years 
ago he made a reputation as an accom- 
plished and talented writer on economic 
and insurance subjects. 

His career started in 1886 as a reporter 
for the Boston Standard of which he 
became editor. In May, 1889, he began 
the publication of the Monthly Journal 
of Insurance Economics which attracted 
considerable favorable attention by his 
discussion of insurance problems from 
an economic point of view. The Journal 
of Insurance Economics later became 
The Eastern Underwriter. 

_Mr. Putnam joined the National Asso- 
ciation of Insurance Agents and helped 
build up that organization. At the time 
It was struggling to gain strength and 
recognition. It was through his advice 
that the National Association started 
to establish its own journal and in May, 
1903, the first edition of the American 
Agency Bulletin was published with Mr. 
Putnam as editor. He became permanent 
secretary and manager of the association 
in 1904, at which time he sold his inter- 
est in the Journal of Insurance Eco- 
nomics. Mr, Putnam continued with the 
National Association of Insurance Agents 
for about fifteen years, during which 
time he formed a large acquaintance with 














the production forces of the country. He 
resigned in 1918 and went to France 
with the Y.M.C.A. He served there 
until the return of the A. E.F. Shortly 
after coming back to this country he 
became president of the Insurance Fed- 
cration of Pennsylvania and resigned 
from the Federation in March, 1921, to 
go with the John Hancock Mutual Life 
as manager of its department of pub- 


licity. e was elected president of the 
Insurance Advertising Conference in 
1933. 


Few men have had the opportunity to 
observe insurance in all of its aspects 
operate as has Mr. Putnam. With the 
National Association of Insurance Agents 
he kept in close touch with all fire in- 
surance matters for years. With the 
Insurance Federation he was en rapport 
with casualty insurance and in recent 
years he has been a keen student of life 
insurance. His experience enabled him 
to write instructively upon nearly all 
insurance topics. 

«  -@ 


St. Patrick’s Day Dinner 

New York leaders in the world of 
religion, bench, law, politics and business 
attend the annual dinner of the Friendly 
Sons of St. Patrick, always held at the 
Hotel Astor in commemoration of St. 
Patrick’s Day. The two New York City 
public dinners which have the greatest 
demand for seats are those of the 
Friendly Sons and of the Chamber of 
Commerce of New York State. 

The Friendly Sons dinner is always 
preceded by a large number of parties 
and one of the most interesting is that 
annually held by James J. Hoey, Collec- 
tor of Internal Revenue and member of 
the firm of Hoey, Ellison & Frost, Inc. 
At his party preceding the dinner which 
was held last Saturday night were Sen- 
ator George R. Fearon; former United 
States Attorney Lamar Hardy; Paul L. 
Haid, president Insurance Executives 
Association; William F. Dooley, vice- 
president America Fore; Ashley T. Cole, 
H. Edmund Machold, Charles E. Cooney, 
Lee S. Buckingham, Charles G. Meyer, 
Henry FE. Frost, Henry Anderson, John 
Mullen, John P. Traynor, Edwin H. 
Rodick, J. Henry Walters, John B. 
McNamara, Norman D. Cann and Clar- 
ence R. Krigbaum. 

Among the insurance men seen at the 
dinner in addition to those already men- 
tioned were Frank Christensen, vice- 
president America Fore; John R. Cooney, 
president, and William B. Rearden, vice- 
president Loyalty Group; W. A. Riordan, 
Eugene L. Breen and John A. McKew 
of Aetna Life & Affiliated Cos.; Deputy 
Commissioner Thomas Curry of Connect- 
icut; Richard A. Corroon, John R. Barry, 
Albert N. Butler of Corroon & Reynolds: 
Wallace Falvev, vice-president Massa- 
chusetts B. & T.; Joseph M. Byrne, Jr.; 
T. Bertrand Graham, Metropolitan Life; 
Thomas J. Hogan, general agent; Con- 
gressmen Michael J. and Martin J. Ken- 
nedy, insurance agents; Paul Kennedy, 
broker; John A. McNulty, manager Pru- 
dential; Frank J. O'Neill, president 
Royal Indemnity; Deputy Insurance 
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Superintendent John P. Traynor of New 
York. 

Among those who had places on the 
dais were Arthur Hunter, vice-president 
and actuary, New York Life, president 
St. Andrews Society; Col. Francis R. 
Stoddard, Jr., former Superintendent of 
Insurance who is vice-president of St. 
Nicholas Society; William J. Graham, 
vice-president Equitable Society, presi- 
dent of New York Southern Society, and 
former Insurance Superintendent Albert 
Conway who is Associate Judge, Court 
of Appeals. 

— 
The Late Samuel Untermyer 

For many years Samuel Untermyer, 
the New York lawyer who died Satur- 
day, was one of the chief headaches in 
the insurance business. A multi-million- 
aire who had made his fortune in ad- 
vising corporate interests during early 
days in his career, and who had won 
national reputation as counsel for a 
Congressional inquiry into Wall Street 
practices, he began to stir up trouble 
in the financial and insurance world a 
couple of decades ago, and kept it up 
for quite a long spell. 

When the Lockwood committee was 
appointed by the New York legislature 
to consider the housing and renting situ- 
ation here at a time when there was a 
shortage of housing and rents were 
climbing Untermyer wrote a letter to 
the New York World and offered to 
serve the committee gratis as counsel. 
His offer was accepted. On the day the 
committee had its first meeting here he 
showed up half an hour late and put on 
the witness stand Jesse S. Phillips, then 
Superintendent of Insurance, whom he 
cross-examined about the railroad hold- 
ings of one of the large life companies. 
These holdings were extensive. He 
thought they were too large. 

Later, he had the committee call on 
the witness stand several of the out- 
standing men in fire insurance, includ- 
ing the late Henry Evans, who was head 
of America Fore; the late Frederick C. 
Buswell, then vice-president of the 
Home; and W. E. Mallalieu, general 
manager of the National Board of Fire 
Underwriters. His examination of Messrs. 
Evans and Buswell was exciting and 
bombastic as they refused to be intimi- 
dated by his belligerent manner and in 
substance told him that the questions 
he was asking were neither appropriate 
nor pertinent; that with their companies, 
being stock companies, their responsibil- 
ity was to their stockholders; that they 
were in business not only to provide 
protection to the public but also to make 
money; and that the companies were 
being successfully conducted with no div- 
idends being skipped. Both Evans and 
Buswell declared that the record being 
made by their companies was something 
to be proud of and that they were just 
as public spirited citizens as Untermyer 
was. The examination of Mr. Mallalieu 
was milder as Untermyer’s questions of 
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him were based on manner in which tlt 
National Board operated. Mallalieu ex- 
plained this in as much detail as the 
cross-examiner wanted. 

It was in connection with the Lock- 
wood committee investigation that Messrs 
Evans, Buswell, Mallalieu and a few oth 
er fire executives went to Greystone, the 
palatial home of Untermyer at Yonkers, 
N. Y., which was formerly the residence 
of Samuel J. Tilden, who ran for Presi- 
dent of the United States. They went 
to confer with Untermyer at his invita 
tion. While there he showed them his 
famous orchids and other flowers. He« 
was the principal orchid grower in Amer 
ica. As they left the house they wer« 
somewhat confused to know what the 
visit was all about. 

Some years before the Lockwood inci- 
dent Samuel Untermyer announced that 
he did not like the way one of the large 
life insurance companics was adminis- 
tered and he tried to get control of an 
election by gathering proxies. He did 
not obtain the control, but did manage 
to gather for voting purposes many thou- 
sands of proxies. The president of that 
company—Charles A. Peabody—well ad 
vanced in years, had been about to re 
tire, but when Untermyer started after 
his scalp he was so incensed that lx 
decided to continue in the presidency a 
couple of years longer, and did so. 

Untermyer later went gunning for stil! 
another life insurance company. 

His first appearance in the insurance 
arena was when he became counsel for 
one of the factors in another company 
where there was a heated controversy 
in the executive personnel, and that con 
troversy led up to the famous Armstrong 
Committee investigation by the New 
York legislature. 

In all of his insurance activities his 
movements were accompanied by public 
itv; the more publicity the better he 
liked it. 

* * * 


“Jim” Blainey With Knoti Hotels 


James A. Blainey, formerly well-known 
in the fire insurance business where he 
had both executive and production ex- 
perience over a long period of years, has 
been placed in charge of sales for the 
Knott chain of hotels, his offices being 
at the Hotel New Weston. In the Knott 
chain are thirty-three hotels in this city 
and other important cities in the East 
Mr. Knott was formerly sheriff of this 
county. First of the Knott hotels in this 
city was the famous, old Judson, Wash 
ington Square. One of the present chain 
is the Vanderbilt. 

For several years Mr. Blainey has been 
a director of promotional activities in 
the hotel business. He was associated 
with the Hotel Croydon and _ several 
other hotels, which are owned by a 
large life insurance company, and which 
are under direction of Wilbur T. Emer 
son, and more recently he was with the 
hotel group managed for Bowery Savings 
Bank interests by Emil H. Ronay. 





Further Protests on 
Proposed Finance Plan 


LETTER FROM GENERAL AGENTS 


Bennett of National Ass’n of Insurance 
Agents Asks N. A. U. A. to 
Defer Action Now 

Another attack on the automobile 
finance insurance plan under considera- 
tion by the National Automobile Under- 
writers Association has been made by the 
American Association of Insurance Gen- 
eral Agents. The plan is said to con- 
template writing wholesale finance busi- 
below present stand 
ard automobile rates and with commis- 
sions reduced to 10%. The general 
agent’s body believes the proposed plan 
to be discriminatory and likewise to be 
objectionable in several other respects. 
Excerpts from the letter of the general 
agents to executives of member compa- 
nies of the .N.A.U.A. follow: 

“Our objections in part are for the 
following reasons: 

“For the companies to write identical 
insurance for a favored group of auto- 
mobile owners for 25% less than charged 
other automobile owners would be rank 
discrimination prohibited by law in many 
states. 

“We believe the proposed plan to be 
one of the most ominous for the Amer- 
ican Agency System composed of both 
local and general agents which has ever 
been suggested, and it seems to us that 
any company voting in favor of such 
a plan would have. definitely gone on 
record as opposed to the American 
Agency System of operation. 

Cannot See Approval by Commissioners 

“It is inconceivable that any Insur- 
ance Commissioner would approve such 
a plan. 

“It looks as though the proposed plan 
was devised for the benefit of certain 
finance companies, possibly to circum- 
vent the effort to reduce commissions 
paid to finance companies for their 
business. 

“Tt is not inconceivable that certain 
finance companies under the proposed 
plan might charge the public an amount 
for finance charges and insurance which 
would include the full manual premiums 
and then write the insurance at a 25% 
discount from manual, 


ness at rates 25% 


pocket the 25% 
and then deduct 10% commission from 
the net premiums reported. this in 
effect would be equivalent to a commis- 
sion allowance of 324% to the tinance 
company. 

“In many cases, particularly where ac- 
counts have been received through bona 
fide general agency sources, the compa- 
nies would have an increase net income 
for carrying the business and a 25% re- 
duction in taxes on the business, and the 
veneral agent would be ‘squeezed out of 
the picture.’ 

Renewals Could Be Handled At 
educed Rates 

“Even though the proposed plan were 
honestly administered and the finance 
companies actually gave the public the 
benefit of the 25% reduction, it would 
be a simple matter for the renewals to 
be written at a 25% discount through 
indicating the existence of an encum- 
brance. 

“We can well imagine the feelings of 
local agents who would be obliged to 
charge 3314% more for insurance than 
the same insurance could be purchased 
for from their own companies through 
a finance company or bank. 

“We can also imagine the feelings of 
the automobile owner who, after clearing 
the mortgage on his car, finds that it 











will cost him 3314% more to insure it 


with a local agent. Is he not apt to 
hunt around for cheaper insurance, and 
what chance will the local agent have 
of renewing the business?” 

In company circles the thought pre- 
vails among those inclined to favor the 
proposed plan that something of the sort 
is essential to prevent the finance busi- 
ness leaving old established stock com- 
pany hands altogether. They point to 
the many insurance companies now 
owned by or affiiated with finance com- 
panies which are either writing auto- 
mobile insurance at lower rates to the 
public or getting for themselves large 
commissions if regular rates are main- 
tained. It is estimated that already 70% 
of the finance business goes to these 
specialized finance insurers. 


Azents Ask That Action Be Postponed 


The National Automobile Underwrit- 
ers Association is scheduled to meet 
next Thursday, March 28, to take action 
on the proposed plan. This week Gen- 
eral Counsel Walter H. Bennett of the 
National Association of Insurance 
Agents, acting upon the request of the 
New York State Association, asked the 
N.A.U.A. to defer action until after the 
mid-year meeting of the National Asso- 
ciation at Wichita, Kan., during the week 
of April 22, This would be to permit 
the National Association executive com- 
mittee to discuss the problem and pos- 
sibly confer with representatives of the 
automobile underwriting companies. 

Officers of the New York State Asso- 
ciation of Local Agents are opposed to 
features of the ?—o- plan and Presi- 
dent Russell M. Carson requested the 
National Association to act in the hope 
that possibly some better solution to this 
whole difficult problem may be found. 
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On the basis of December 3lst, 
and stock owned 


Geo. Z. Day, Pres. 
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Other Liabilities 
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On the basis of December 31, 
Stocks owned the Total 
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John F. Nubel, 


Geo. Z. Day, 
Vice-President 


President 





*New York Insurance Department Valuation Basis. 
Securities carried at $247,400.43 in the above statement are deposited in 
“Y939 Market Quotations for all bonds 


this Company’ s 
$6,770,807.96 and the Surplus would be $3,488,267.63. 


A. J. Couch, Vice-Pres. 
“TWO STANDARDS” 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement December 31, 1939 


Claims and Claim Expense Reserve 


*New York Insurance Department Valuation Basis. 

1939 market quotations for all Bonds and 
Admitted Assets 
$6, 173,309.86 and Surplus to $1,284,521.41. 


New York Offices: 80 John St. 
Chas. E. Heath, 


Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


Loyalty Group Fieldmen In 
Annual Conference at Newark 


Fieldmen of the Loyalty.Group. from 
New Jersey, New York and New Eng- 
land met this week at the home office of 
the Firemen’s in Newark for their an- 
nual conference. At business sessions 
Tuesday and Wednesday 1939 activities 
were reviewed and plans made for this 
year. Production problems were con- 
sidered by company executives and de- 
partment heads and attention was given 
to selling such lines as use and occu- 
pancy, rental coverage, riot and civil 
commotion, supplemental contracts, acci- 
dent and health and miscellaneous cas- 
ualty lines. 

Speakers included President John R. 
Cooney, William B. Rearden, Howe S. 
Landers, J. H. Pike, L. W. Dearth, E. H. 
Hornbostel, W. R. Goodall, D. Bates, 
A. & Meeker, W. P. “dey F. W. 
Hoops, Wesley Hammer, P. L. Thomson, 
C. A. Furlong, A. P. ‘Newton, W. B. 
Johnston, F. L. Bross, A. E. Monsanto, 
W. E. Krog, R. W. MacGrath and F. W. 
Franzen. 


Richardson President Of 
N. Y. Insurance Square Club 


The annual meeting of the Insurance 
Square Club of New York, Inc., was 
held at Block Hall Monday evening, 
March 18. William C. Richardson of F. 
F. Richardson, Inc., was elected presi- 
dent and Jay L. Hawthorne, North 
Sritish & Mercantile, was advanced to 
first vice-president. John W. Heuman, 
Pacific Fire, was elected second vice- 
president. James S. Russell and George 
W. Graham were re-elected secretary 
and treasurer respectively while Irving 
RB. Lake was advanced: to marshal and 
Frank. V. Cooper appointed tyler. _Di- 
rectors elected for the ensuing three 
years were Frederick A. Marsh, Erwin 
M. Malkmus, William Penn, John W. 
Heuman, Arthur B. Boers and John C. 
Getty. 

By virtue of Mr. Heuman’s election to 
second vice-president a vacancy is cre- 
ated.on the board of directors. 
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PEARL AMERICAN GAINS 





Total Assets of Group Increased $1,142, 
883 in 1939; Net Surplus Rises 
$3,480,974, or 35% 


The Pearl- American Fleet reports ex- 
cellent progress in 1939 with a total i in- 
crease in assets of $1, 142,883 and a gain 
of $3,480,974, or 35%, in net surplus, 
The ratio of losses incurred to premiums 
earned was 47.6% in 1939. Operations 
of two of the companies were curtailed 
while that of the third member of the 
group expanded. 

The United States branch of the Pearl 
Assurance shows admitted assets of $18 - 
186,863, a decrease of $1,227,939 from the 
end of the previous year. Its unearned 
premium reserve is $6,471,298, a decrease 
of $1,992,257, and its loss reserve of 
$719,518 is $286,059 less than a year ago, 
The statutory deposit is unchanged at 
$400,000 and its net surplus of $8,429,788 
is an increase of $2,694,316 over the end 
of 1938. 

Admitted assets of the Monarch Fire 
amount to $3,188,770, a decrease of 
$474,035 from the end of 1938. The un- 
earned premium reserve is $1,476,229, a 
decrease of $508,974, and the loss re- 
serve of $152,940 is a decrease of $89,920, 
Capital is unchanged at $819,336 and net 
surplus of $523,152 is $96,275 higher than 
it was a year ago. 

Operations of the Eureka-Security Fire 
& Marine were expanded. Its admitted 
assets amount to $7,390,066, an increase 
of $2,844,856 over the end of the pre- 
vious year. Its unearned premium re- 
serve of $3,556,022 is $1,562,062 above the 
total at the end of 1938 and the loss 
reserve of $366,929 is $121,292 above the 
figure a year ago. Capital is unchanged 
at $1,000,000, and net surplus of $2,062,- 
243 is an increase of $1,090,384 over the 
end of 1938. 

Unearned premium reserve for the 
group totals $11,503,549 and is more than 
entirely covered by cash and_ bonds. 
These investments are valued at $21,- 
020,782. 





EXPENSE LEVY BILL AMENDED 


Changed to Apply to New York State 
Companies Only, To Escape 
Danger of Retaliation 
The New York Assembly Ways and 
Means Committee at Albany on Monday 
recalled from Governor Lehman the bill 
previously passed by both houses to re- 
quire the Insurance Superintendent to 
assess against insurance companies all 
expenses of the Insurance Department in 
excess of the amounts collected in fees 
and refunds. On Tuesday the bill was 
amended to confine the levy to New 
York State companies only. The bill 
originally provided an assessment against 
all companies doing business in New 
York in proportion to their premium in- 
come, but it was feared there would 
be retaliation from other states. It is 
estimated that the amount to be raised 

by new taxes would be about $170,000. 
This expense levy bill, backed by the 
Republicans in the legislature and op- 
posed by the Democrats, has been at- 
tacked strongly by Insurance Superin- 
tendent Louis H. Pink, the insurance 
business and the Chamber of Commerce 
of the United States. Mr. Pink calls 
the bill wrong in principle and likely to 
add to the cost the public pays for in- 
surance. In 1938 insurance taxes, li- 
censes and fees in New York State 
amounted to $17,278,887, out of which 
$987,453 was used for running the Insur- 
ance Department. Only 5.71%, says the 
Chamber of Commerce, “was used for 
service to .policyholders, while 94.29% 
was spent for other purposes for which 
the policyholders had already been taxed 
as citizens.” This bill would bar use of 
any present insurance tax revenue for 
Department expense purposes, 





N. J. CLUB TO HEAR RHOADES 

Sumner Rhoades, manager of the 
Eastern Underwriters Association, will 
address the New Jersey Field Club at 
its dinner meeting next Monday _eve- 
ning, March 25, at the Robert Treat 
Hotel, Newark. 
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1939 Was Satisfactory 
For British Companies 


PRELIMINARY LONDON REPORTS 


Fire Losses in United Kingdom Not Ex- 
cessive and Premiums Were Higher; 
* Expenses Increase 


On the whole 1939 
been a fairly satisfactory year for Brit- 
ish fite offices operating throughout the 
the di- 


appears to have 


world, In the United Kingdom 
rect damage caused by fire, on the basis 
of the monthly estimates, was £9,088,000, 
which was £308,000 more than in 1938 
but £441,000 less than in 1937. The net 
various influences which 
last year is believed 
increase in the net 


result of the 
affected business 
to have been 
premmm income 

Premium income in the foreign field 
was, of course, affected by the complete 
cessation of business in Germany, Poland 
and Czechoslovakia. 

In the United States 
somewhat higher than in 1938. The last 
four months of 1939 compared with a 
period of heavier claims towards the end 
of 1938 and showed reduction, 
which caused the rise on the year to be 
smaller than previously expected. For- 
tunately there was no repetition of the 
damage caused by the hurricane in the 
Eastern states in September, 1938, which 
resulted in the heaviest individual claims 
experienced by some of the British fire 
offices for many years. 

Movements in foreign exchanges com- 
plicated business throughout the year 
and underwriting was hampered by 
lengthy delays in the mails for some 
time after the outbreak of the war. In 
addition, heavy expenses were incurred 
by most offices through air raid pre- 
cautionary measures and in the evacua- 
tion of large numbers of the staffs from 
London to safer country headquarters. 
Increased taxation also absorbed more 
of the underwriting earnings of the year 
(which, in the .case of foreign business, 
is already subject to foreign taxation), 
and also of the interest receipts on the 
reserves. 

Generally speaking, the year was dull- 
er and more featureless than would have 
been expected for so critical a period. 


some 


losses were 


some 


AMERICAN OF N. J. GAINS 


Premium Income of $13,704,466 Shows 
Increase of 5%; Surplus At 
$11,354,498 Is Up $497,078 
Net earnings of the American of New- 
1939 $1,201,647, Paul B. 
Sommers, president, informed the com- 
pany’s 7,202 stockholders Monday. The 
company’s earnings and other detailed 
information concerning it and the three 
subsidiary companies comprising the 
American Group were set forth in a 
report to stockholders that is rather a 
new departure in the insurance business. 
“We issued this comprehensive report 
because we feel our stockholders and 
agents have a right to know about the 
affairs of their companies,” Mr. Sommers 
said. “We set forth just how much of 
our income was derived from underwrit- 
ing and how much from investments, and 
comparative figures in the balance sheet 
for the preceding year. If the report 
meets with the acceptance we anticipate, 
we shall issue a similar report each year.” 
Last year, the report said, was one 
of the best in the company’s ninety-four 
year history. Premium income of $13,- 
704,466 showed an increase of 5%. Assets 
increased by $980,423, to a total of $30,- 
732,823, and surplus was $11,354,498, an 
increase of $497,078 over 1938. Of the 
net income, $634,659 was derived from 
underwriting and $856,778 from invest- 

ments. 

The American Group 
American, Columbia 
Dixie Fire of 


ark in were 


includes the 
Fire of Dayton, 
Greensboro, N. C. and 
Bankers Indemnity of Newark. The 
American owns all the stock of the 
other companies with the exception of 
a few fractional shares in the Bankers. 


Interesting Facts About Fires From 
Annual Report of the New York Board 


Miscellaneous interesting facts on fires 
in the New York City area are always 
to be found in the annual report of the 
New York Board of Fire Underwriters. 
The loss committee, of which William 
A. Riordan, Automobile, is chairman, 
states that in 1939 there were only two 
losses exceeding $100,000. One was a 
church at the corner of Lenox Avenue 
and 122nd Street, the loss costing $141,- 
094 and the other was at Marshall Street 
and Hudson Avenuc, Brooklyn, this loss 
being $252,481. Both occurred in Jan- 
uary last year. 

There was one warehouse fire with 
an incurred loss of $30,976. Pier fires 
were few, there being three with a total 
loss of $15,533. Incurred losses report- 
ed to the New York Board last year 
increased in number 27% and 14%% in 
amount as compared with 1938. 

Total insurance loss involved in 1939 
was $3,379,624 on 2,213 adjustments, The 
average number of policies per loss was 
4.67 and total insurance liability involved 
was $1,071,566,720. 

Sprinkler leakage losses handled by 
the board last year numbered sixty-six, 
or seven more than in 1938. The in- 
surance loss on completed adjustments 
was $35,620, compared with $44,979 the 
year before. Including incomplete ad- 
justments losses were $62,670 compared 
with $70,213. Twelve windstorm 
were adjusted compared with five in 
1938. The insurance loss, complete and 
incomplete adjustments, was $2,256 in 
1939 and $11,230 the year previous. Three 
explosion claims were adjusted with in- 
surance loss of $8,472. None was han- 
dled in 1938. 

In 1938, the 


ke SSeS 


latest year for which 


Jamieson to Give Ski 
Talk Next Year, Maybe 


Jamieson, special agent for 
National Liberty in New Jersey, and 
formerly special agent for the Excelsior 
of Syracuse, broke a rib or two skiing 
on his estate, Glencroft, near Blairstown, 


James C. 


N. J., a short time ago. Taking advan- 
tage of that situation Robert C. Hos- 
mer, program chairman for Rotary Club 
of Syracuse and president of Excelsior, 
invited Mr. Jamieson to speak before 
Rotary on “How to Ski and How Not 
to Ski.” 

Mr. Jamieson replied hastily, saying 
that he is overwhelmed with requests 
to speak before all kinds of clubs, such 
as Kiwanis, Y. M. C. A., the Kitty Club, 
Mrs. Roosevelt’s pet, the Youth Con- 
gress, and various missionary societies. 
His first open date would be February 
29, 1941, he said—almost tearfully, one 
is led to believe from the sorrowful tone 
of his letter to Mr. Hosmer. 

Even at that Mr. Jamieson would in- 
sist on writing his own ticket as to 
terms. He is perfectly willing to make 
the address without compensation but 
only provided Syracuse Rotary will fur- 
nish him with a special club car from 
New York to Syracuse and return, a 
brass band on skis to meet him at the 
railway station, the band to be led by 
Mr. Hosmer as drum major, and all ex- 
penses guaranteed. 

Unless something slips up—this being 
a skiing proposition—February 29, 1941, 
will be a big day in Syracuse. Don’t 
forget, it’s February 29, not 28. 

PUBLIC RELATIONS MANAGER 

W. H. Semmelmeyer of Los Angeles, 
for the last fifteen years special agent 
of the Connecticut, Great American and 
other companies, has been appointed 
manager of the public relations depart- 
ment of the Board of Fire Underwriters 
of the Pacific. He succeeds P. F,. Gar- 
nett, who retired March 1. Mr. Sem- 
melmeyer is recognized as an effective 
writer and speaker. A graduate of West 
Point he started in insurance with the 
Fire Underwriters Board in Chicago. 


figures are available, out of a total of 
26,819 fires, 10,743, or about 40%, oc- 
curred in dwellings. This ratio com- 
pares with 43% in 1933 and 1934, when 
the moral hazard risk was high, and 
with as low as 34% in the years 1925 
to 1931 inclusive. For the five years 
1915 to 1919 inclusive the ratio was 50%, 
During that period there were 68,546 
fires compared with 128,122 fires in the 
five-year period from 1925-1929 inclusive. 
In the five years ending with 1938 
there were over 138,000 losses. W- L. 
Chambers, North British & Mercantile, 
is chairman of the committee on fire 
prevention and water supply, which fur- 
nished these figures. In the report of 
the committee on fire patrol, Joseph T. 
(eller, chairman, figures show that the 
fire patrol investigated or attended a 
tetal of 31,816 fire alarms in 1939. Hours 
of watching service amounted to 42,586. 
Listing the causes of fire and alarms 
the report shows that, aside from un- 
known causes in 11,401 cases, malicious 
false alarms accounted for 7,395 cases. 
This was a drop of 350 from 1938. Care- 
lessness of smokers caused 2,161 alarms 
and burning brush, rubbish, etc., 1,789. 
Short circuits in buildings and automo- 
biles and defective chimneys, flues, etc., 
each brought more than 600 alarms or 
a combined total of about 1,950. Food 
burning, grease, excessive temperature, 
bonfires, backfires, incendiary fires, over- 
heated motors, smoke from chimneys 
and steam escaping were all relatively 
important causes of fires and alarms. 
With respect to occupancies where 
fires and alarms originated apartments 
and flats accounted for 5,801, automo- 
biles on streets 2,922, dwellings 1,939, 
unoccupied buildings 1,027, rubbish 1,786. 





H. F. WATERMAN RETIRING 


Secretary of Agricultural and Empire 
State to Continue Available in 
Advisory Capacity 

Howard F. Waterman, secretary Agri- 
cultural and Empire State companies, 
will retire from active duty on reaching 
the retirement age. He joined the Agri- 
cultural in 1912 as state agent for Mis- 
souri, Kansas and Oklahoma. In 1918 
he was called to Watertown to become 
western agency superintendent. He was 
elected assistant secretary in 1919, agen- 
cy secretary in 1924 and secretary in 
1934. He has had supervision of field- 
men and underwriting operations in ten 
middle western states for both the Ag- 
ricultural and the Empire State. He will 
retire about May 1. 

Mr. Waterman will gradually relin- 
quish active supervision of his western 
territory, but will be called upon much 
as an advisor and will continue a part 
of the Agricultural and Empire State. 
Supervision of Mr. Waterman’s terri- 
tory and his office duties will be ab- 
sorbed by several other company offi- 
cers. 





Shreveport Tornado Losses 
Likely to Exceed $1,000,000 


Insurance losses arising out of the 
Shreveport, La., tornado last week are 
expected to reach more than ‘$1,000,000. 
Of this sum it is reported that stock 
companies will pay over $750,000 and that 
the mutuals have an estimated insured 
loss of around $250,000. Approximately 
500 dwellings were damaged by the storm 
which struck the southwestern part of 
the city, with around 2,000 buildings of 
all types being struck. Wind velocity 
reached a maximum of seventy miles an 
hour. The Fire Companies’ Adjustment 
3ureau put thirty men to work on the 
losses. 


FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund have 
declared the regular quarterly dividend 
of $1 a share, payable April 15 to stock- 
holders of record April 


Joins Globe & Rutgers 
In Metropolitan District 


EDWARD T. GLATZMAYER 


Edward T. Glatzmayer has resigned his 
connection with the Travelers Fire in 
New York City to join the Globe & Rut- 
gers Fire as special representative in the 
metropolitan district. He was with the 
Travelers Fire in New York several years 
as special agent in the metropolitan field 
for fire and allied lines. He has a good 
following in agency and_ brokerage 
circles. 

During the World War Mr. Glatz- 
mayer served in the United States Navy 
and afterwards joined the New York 
agency of O’Keefe & Lynch. His next 
post was with W. L. Perrin & Son as 
assistant underwriter in the _ inland 
marine and automobile departments. 

He has been connected with Insurance 
Post 1081 of the American Legion since 
its organization and now serves as com- 
mander. In 1938 he was general chair- 
man of the Armistice Ball committee 
and last year took charge of the pro- 
gram for the ball. 





FEBRUARY FIRE LOSSES RISE 


Total for U. S. of $34,410,250 Is 17% 
Above Same Month Last Year; 
$70,670,900 for Two Months 


Fire losses in 1940 continue to show a 
marked increase over the same period 
last year and over the first two months 
of 1938. In February losses in the 
United States, as estimated by the Na- 
tional Board of Fire Underwriters, 
amounted to $34,410,250, or 17% above 
the February, 1939, figure of $29,303,520. 
February losses were the highest for 
any month since 1933 with the single ex- 
ception of January of this year. In Feb- 
ruary, 1938, fire losses were $26,472,626. 

For the first two months of this year 
losses total $70,670,900, which is 24% 
above the figure for the same period of 
1939, when losses were $56,918,836. In 
the corresponding period of 1938 losses 
amounted to $54,148,963. 

For the last four months of 1939 fire 
losses were below the corresponding 
months of 1938, whereas in seven of the 
first eight months of last year losses 
were higher than in the corresponding 
months of 1938. Losses jumped from 
$27,959,200 in December, 1939, to $36,- 
260,650 in January, 1940. 





Pilot Reinsurance Figures 


The Pilot Reinsurance of New York 
closed 1939 with assets of $3,906,217, cap- 
ital of $1,200,000 and surplus of $1,430,- 
535. The reserve to cover unexpired re- 
insurance is $858,505. Investments in 
government, state and municipal bonds 
are more than sufficient to meet all lia- 
bilities other than capital. Net premiums 
in 1939 amounted to $867,548 and losses 
paid were $542,341. 
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An Agency Saving of $10 a Month 
Equals $1,500 a Year New Business 


Solving the problems of office man- 
agement was the subject chosen by 
Oscar Beling for his talk at the second 
annual Region Six Institute of the IIli- 
nois Association of Insurance Agents in 
Belleville last month. He is in the 
agency systems department of the Royal- 
Liverpool groups. His observations were 
based on the practical and successful 
operations of a number of representative 
agencies it has been his privilege to 
visit and may therefore be said to have 
passed the old reliable trial and error 
test. 

On production details within the office 
he said that in most instances an agent 
must be his own sales manager. In any 
event there should be some definite 
organized plan of selling in the o ce 
if an agency is to show a steady, pro- 
gressive development. As the basis of 
such a plan many agencies are proving 
the truth of the saying “the best pros- 
pects are the present customers.” The 
best results are achieved by preparation 
of survey and analyses, for which the 
proper records must be available. In 
other words, an adequate set of line 


records. 
The Folder Method 

One of the most practical methods is 
the so-called folder plan, whereby all 
daily reports for the assured, regardless 
of class of business, are placed in a 
folder for that assured and the filing 
space of the folder serves as the line 
record. In many instances the pertinent 
correspondence is also filed in the fold- 
ers as an additional measure of economy. 
As a result one has in effect at one con- 
centrated point a daily report file, a 
line record file, a correspondence file and 
alphabetical index. 

In connection with personnel Mr. 
Seling said that all mechanical functions 
in an office should be centralized and 
all underwriting and production activi- 
ties departmentalized. In the smaller 
offices it has been found desirable to 
assign some one major responsibility to 
each clerk, to which all other duties 
are subordinate. 

A problem of increasing importance 
to many agents is that of arranging for 
the proper contacts between the office 
staff and the insuring public. There are 
three types of such contacts, viz., the 
personal, the telephone and the letter. 
Another feature which is engaging the 
number of 


attention of an increasing 
agents is development of sales con- 
sciousness in the office personnel. 


Expiration Records 

There cannot be much question as to 
the necessity of maintaining adequate 
expiration records. The method by 
which carbon copies of the original in- 
voices are used is gaining steadily in 
favor, said Mr. Beling. There are like- 
wise several types of expiration controls. 
These may consist of extra invoice car- 
bon copies filed by insureds, daily re- 
ports filed by months of expiration, a 
check against copies’ of the company 
accounts current, an expiration book 
record, etc. 

Renewals may be handled in any one 
of several different methods. Some agents 
effect all renewals automatically. Others 
believe it necessary to solicit individually 
every renewal. A third school of thought 
effects a sort of compromise by handling 
the smaller renewals automatically and 
soliciting the larger ones individually. 

It has been found that the unit cost 
quite frequently averages $3 or more 
a policy. If this is so, it naturally 
follows that, since the nationwide com- 
Mission average on all classes is 20%, 
one must have a premium of $15 before 
breaking even, let alone making any 
Proht. Recognizing this thought, an 
agent in Oklahoma has designed a form 
known as an “Exponotice,” whose pri- 
Mary purpose is to request payment 
of the renewal premium by mail before 
incurring the expense of soliciting and 
writing the renewal policy. 

The: judicious use of form letters has 


been found quite helpful in reducing 
stenographic detail, continued Mr. Beling. 
Many agents feel that the use of 
well designed, standardized order blanks 
is instrumental in facilitating the prep- 
aration of policies. All filing operations 
should be the responsibility of one in- 
dividual and, to make the plan truly 


effective, nobody, not even the agent, 
should have access to the files except the 
filing clerk. 


What Small 


The importance of studying the related 
operations of an agency with a view 
to minimizing unnecessary duplication 
of effort becoming all the more evident 
when it is realized that every savings of 
$10 a month is the equivalent, from a 
profit standpoint, of $1,500 a year in new 
Lusiness, 

\s to accounting Mr, Beling said that 
the simplest system is always the most 


Savings Mean 


effective. A method which is gaining 
popularity among a large number of 
agencies is the manifold invoice plan 
There are three basic book records 
which appear in some form or other in 
every agency. These are the Cash Book, 
the Journal and the General ledger 
One important point to remember is 
that the assets and liabilities should 
be reconciled at the end of each month 
Unless these accounts are resolved ac- 
curately into their component parts at 
reyular intervals, there can be no as- 
surance that the agency is actually 
(Continued on Page 30) 





A.D.T. Protection Ser- 
vices are available to 
all types of commer- 
cial, industrial and in- 
stitutional occupancies 
throughout the U. S. 
Write for further in- 
formation and descrip- 
tive booklets. 














SPRINKLER SUPERVISORY AND 
WATERFLOW ALARM SERVICE 


trol efficiency was 99.95% 

Supervisory alarms, indicat- 
ing impairment of sprin- ManualFireAlarmshandled 1,307: 
kler systems 101,783 Percentage of fire losses to 
Waterflow alarms, indicat- insurable values 25/1,000ths of 1% 
ae a oaplinace 1.7290 Dring the past ten years, subscribers 

‘ to A.D.T. Watchman Supervisory and 
Percentage of fire and wa- Manual Fire Alarm Service have en- 
ter damage losses to insur- joyed 99.97% IMMUNITY FROM 
able values of protected FIRE AND WATER LOSSES. 
properties 48/1,000ths of 1% 


During the past ten years, subscribers 
to A.D.T. Sprinkler Supervisory and 
Waterflow Alarm Service have enjoyed 
better than 99.97% IMMUNITY 
FROM FIRE AND WATER LOSSES. 
2 
WATCHMAN SUPERVISORY 
AND MANUAL FIRE ALARM 
SERVICE 


Investigations of failures 
of watchmen to signal on 
schedule 178,391 


Total number of signals 


The value of any protection system is proved by its actual, 
long-term performance record in minimizing losses. The 
following statistical analysis of A.D.T. performance during 
1939 and over the past ten-year period is convincing proof 
of the effectiveness of A.D.T. Electric Protection Services 
in preventing fire and burglary losses. 


supervised approximately 
300,000,000; hence, the pa- 


BURGLAR AND HOLDUP 


Burglars captured as result 
of A.D.T. alarms. . . . 421 


Percentage of losses in at- 
tacks on A.D.T. protection 
to insurable values pro- 
tected 


During the past ten years, subscribers 
to A.D.T. Burglar Alarm Services 
have enjoyed 99.98% IMMUNITY 
FROM BURGLARY LOSSES. 
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. 8/1,000ths of 1% 
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A.D.T. ELECTRIC PROTECTION SERVICES 
Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO. 155 Sixth Avenue, New York, N. Y. 


CENTRAL 


CITIES OF THE UNITED STATES 


AGAINST FIRE-BURGLARY- HOLDUP 





A NATION-WIDE 


This advertisement appears in: 


ORGANI 


ZATION 


National Underwriter, March 28; Eastern Underwriter, March 22; Best’s Insurance News, April; A.D.T. Transmitter, April, i940. 


. 











March 22, 1949 








Royal-Liverpool Groups Sponsoring 
Basketball Doubleheader March 22 





Members of the Royal-Liverpool Groups’ basketball team. 
Pollack (coach), Kohl, Bascom, Leesley, Pederson, Luddy, Mooney (manager). 
Kneeling, left to right: Crawford, Engasser, Starcke, Weeks, Naughton (captain). 


The Royal-Liverpool Groups will spon- 
sor a basketball double-header on Fri- 
day, March 22, at the Downtown Athletic 
Club, 19 West Street, New York, N. Y., 
with the entire proceeds ear-marked for 
the Finnish Relief Fund, Inc. The fea- 
ture game will bring together the London 
& Lancashire Indemnity team of Hart 
ford and the Royal-Liverpool Violets, 
champions of the Insurance Basketball 
League of New York. The visiting team 
won the first round in the Hartford 
league without the loss of a game. The 
preliminary game will find the Travelers 
teams of Hartford playing its New York 
office team. There will be dancing in the 
Tap Room until 1 A.M. 

The London & Lancashire quintet will 


W. A. BAUMANN ADVANCED 


Corroon & Reynolds Appoints Him New 
England Supervisor of Underwriting; 
R. P. Walsh Sent to Boston 

W. A. Baumann, special agent for the 
Corroon & Reynolds. companies for Mas- 
sachusetts, with headquarters at Boston, 
is being transferred to the home office at 
New York to be supervisor of under- 
writing for New England under the di- 
rection of R. R. Wilde, secretary, and 
T. F. Allen, general agent. Mr. Bau- 
mann has been in the New England field 
for several vears, and in his return to 
the home office brings with him an inti- 
mate knowledge of conditions in that 
territory as well as a wide acquaintance 
with agents, particularly in Massachu- 
setts. 

To replace Mr. Baumann, Richard P. 
Walsh is being transferred from the 
home office to Boston. Mr. Walsh has 
been with Corroon & Reynolds, Inc., 
since his graduation from Fordham Uni- 
versity eight years ago 


Honor W. R. Rhyan at Dinner 


Walter R. Rhyan, who has resigned 
as secretary of the inland marine depart- 
ment of the North British & Mercantil 
to enter the general agency field in 
New England, was guest of honor at a 
friends 


dinner given him by his and 
associates of the North British Group 
on Monday night. Assistant U. S. Man- 


ager C. E. Case, on behalf of those assem- 
bled, presented Mr. Rhyan with a hand- 
some ruc for his new office. He has 
been with the North British since 1923. 


Stappert Metropolitan Mgr. 


Standing, left to right: 


come to New York seeking to avenge 
the defeat it suffered by a 35-21 score 
when it played host to the Royal-Liver- 
pool team in Hartford on March 9. On 
that occasion the New York champions 
were entertained at luncheon by the Lon- 
don & Lancashire team and after the 
game were guests at a party in their 
honor at the Indian Hill Country Club. 

The New York Travelers also will 
be trying to reverse the verdict, having 
dropped a 30-24 decision to the head 
office team in Hartford. This is the 
first time in the history of Insurance 
League basketball that home and home 
games have been played between the 
respective title holders and the advent 
of this innovation has stirred up con- 
siderable interest. 


For Hamilton and National 


Alfred H. Stappert is now metropoli- 
tan department manager for both the 
Hamilton Fire and National Fire & 
Marine. Robert J. Campbell is mana- 
ger of the brokerage and service de- 
partments of the Hamilton and National. 
30th departments are located on the first 
floor at 25 Cliff Street. 

George H. Sterritt and Edward C. 
Duessing are in charge of the automobile 
department, Mr. Sterritt supervising the 
agency automobile business and Mr. 
Duessing managing the local automobile 
business. 


David M. Darby Dies 

David M. Darby, a veteran of fifty 
years in New York City fire insurance, 
died Tuesday at age 75. He retired in 
1926 from Darby, Hooper & McDaniel 
and in recent years conducted a local 
agency in Westport, Conn. Funeral ser- 
vices will be held tomorrow and will 
be private. Today friends may call at 
chapel, 148 East Seventy-fourth Street. 


NORWICH UNION SPECIAL AGENT 

The Norwich Union and Eagle Fire 
of New York have appointed Kenneth 
J. Huelin as special agent in Maine and 
New Hampshire, assisting Arthur J. 
Weed and Horace Darlington in the 
supervision of business in those states. 
He will have headquarters in the Bank 
of Commerce Building, Portland, Me. 








AGENTS 


value the dependability 
and nationwide prestige 
of the 
NORWICH UNION 
based on a long and 
honorable record of 
service 
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Montana Resident 
Agent Law Voided 


FEDERAL COURT IS UNANIMOUS 


Unconstitutionality Held Against Statute 
Which Was One of Most Drastic 
of Its Kind 


3y unanimous decision of a_three- 
judge Federal court at Missoula, Mont., 
the law of that state requiring payment 
to Montana agents of the full commis- 
sion on insured risks in Montana was 
declared unconstitutional. The second 
paragraph of section 1 of the act was 
the one particularly at issue. It reads: 

“A resident agent shall countersign all poli- 
cies, bonds or contracts of indemnity so issued, 
and shall receive the full commission on all such 
policies, bonds or contracts of insurance or 
indemnity, when the premium is paid, to the 
end that the state may receive the tax required 
by law to be paid on the premiums collected for 
insurance on all persons, property or other in- 
surable risks resident, situated or located within 
this state; provided that nothing in this act 
shall be construed to prevent any insurance 
company or association from issuing policies, 
bonds or contracts at its principal or depart- 
ment offices, covering property or persons or 
other insurable or indemnity risks resident, situ- 
ated or located in this state; provided, however, 
such policies are issued upon application pro 
cured and submitted to such company or asso 
ciation by a resident agent, who shall keep a 
record of all such policies, bonds or contracts 
of indemnity so issued, and countersign the 
same, and that said resident agent or agents 
shall receive the full commission on all policies 
when premium is paid. It shall be unlawful 
for any such resident agent to rebate or divide 
such commission, with intent to evade the provi- 
sions of this act; and any violation of this pro 
vision shall be punished as provided in sections 
6123 and 6124 Revised Codes of Montana 1935. 
Provided, however, that the signature of a resi- 
dent agent on an application for a life insurance 
policy shall be deemed a countersigning of the 
policy if a copy of such application is attached 
to the policy.” 


Brokerage vs. Commission 

Company attorneys had contended that 
a reasonable interpretation of this sec- 
tion would have been that the underwrit- 
ers should pay to Montana agents the 
full normal commission usually paid to 
the producing local agent on a particular 
class of insurance, and that any broker- 
age they might pay to a controlling pro- 
ducer in another state did not enter into 
the question. 

The attorney general of Montana in- 
terpreted the law to mean that the com- 
panies could not pay any commission on 
Montana business to anyone outside of 
the state, regardless of whether they 
paid the usual, normal commission to the 
countersigning Montana age nt. 

This decision was given in the joint 
case of the Springfield Fire & Marine 
and the New Brunswick Fire. The New 
Brunswick had filed a test suit against 
enforcement of the law as it was inter- 
preted by the attorney general. Before 
that suit reached trial the Springfield 
Fire & Marine was cited on an alleged 
violation of the law, and the two suits 
were joined, since they involved the same 
matters. 


Carl F. Hjermstad, Jr., Joins 
Eagle Star as State Agent 


The Eagle Star announces the appoint- 
ment of Carl F. Hjermstad, Jr., as state 
agent for Minnesota, North and South 
Dakota and northern Wisconsin, to fill 
the vacanacy caused by the resignation 
of Roy O. Dickinson. Mr. Hjermstad 
will have headquarters at 725 New York 
Life Building, Minneapolis. He began 
his insurance career in a local agency 
at Red Wing, Minn. After seven years 
he joined the Northwestern Fire & Ma- 
rine in the Minnesota field and has 
served there eleven years. He is highly 
regarded by local agents in Minnesota. 
He is active in the Minnesota Under- 
Writers Association and is currently serv- 
ing on the executive committee of that 
association, 


Name Kurth Chairman of SIXTY YEARS IN INSURANCE 


i { Adam Benus, Secretary of Eureka-Secur- 
W.U.A. Meeting Committee ity, Started With Eureka on St. 


Wilfred Kurth, chairman of the board Patrick’s Day in 1880 
of the Home of New York, has been On St. Patrick’s day in 1880 Adam 
appointed chairman of the committee  Benus, then a youth of 18, commenced 
on order of business for the annual working for the Eureka Fire & Marine, 
meeting of the Western Underwriters 4 small company in Cincinnati which had 
Association to be held April 16-17 at = peen organized in 1864. The manage- 
White Sulphur Springs, W. Va. Mr. ment was not long in recognizing Mr. 
Kurth has called a meeting of the com- Benus’ ability and in 1889 at the age of 
mittee for March 26. Serving with him 27 hie was elected to the position of 
are J. K. Hooker, vice-president, Auto- ‘ F 
: : ‘cretary he company and of the 
mobile of Hartford; Frederick W. Dore- S¢cretary 0" the cothpany ane ° 
mus, manager, western department, Security of Cincinnati which was organ- 
American of Newark; C. W. Ohlsen, ized in 1881 and owned and operated 
manager, western department, Sun In- jointly with the Eureka. In further rec- 
surance Office, Ltd.; and Clem E. ognition of his services Mr. Benus was 
Wheeler, co-manager, western depart- at botl 
ment, Hartford Fire. elected a director of both companies in 
1896. 


During his long period of service Mr. 
Penus has witnessed many changes. With 

\ symposium on stock versus mutual the decline of river traffic the companies 
insurance was arranged as the feature developed their fire insurance business 
of the meeting of the Cincinnati Fire and became an increasingly important 
Underwriters Association March 12. factor in the fire insurance field. In 
Participants chosen were Kenneth J. 1922 the two companies were merged 
Hoag. Fireman’s Fund; James D. Lecky, under the title of the Eureka-Security 
Royal Exchange, and Tom McLean, Na- Fire & Marine and the present com- 
tional Union. pany now constitutes an important unit 


STOCK VERSUS MUTUAL FORUM 


of the Pearl American Fleet operating 
throughout the United States and Can- 
ada. Congratulations are accorded ‘to 
him for his energy, loyalty and ability 
which have contributed so largely to the 
company’s success. 

Mr. Benus, who is now 78 years of 
age, is still secretary of the company 
and attends to matters in connection 
with its corporate office in Cincinnati. 
In addition to acting as secretary Mr. 
Benus also held the position of treasurer 
for ten years. He also served on the 
Cincinnati Salvage Corps Committee for 
many years and was treasurer of that 
organization for a long period. He was 
a member of the Cincinnati Underwrit- 
ers Association (now the Ohio Inspec- 
tion Bureau) and served on the rating 
and executive committees of that organi- 
zation at various times. 


N. B. & M. GROUP ANNUAL DANCE 

More than 200 employes and _ their 
guests attended the formal dance spon- 
sored by the Employees’ Club of the 
North British & Mercantile Group in 
the Madhattan Room of the Hotel 
Pennsylvania last Saturday evening. A 
Leap Year dance, with the young women 
reversing the order and cutting in on 
the men, was an amusing feature 
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Securities carried at $299,420.08 
in the above statement are deposited 


as required by law. for all bonds 
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CARL SCHREINER, President 








December 1, 19359 
ASSETS LIABILITIES 
Government Bonds $ 906,875.82 Reserve to cover unexpired rein- 
State and Municipal Bonde................ 304,464.10 - en : $ gti 
Railroad Bonds 463,041.38 ee a >a a " 259,677 
" T.°Re . 9. eserve tor axes and other lia- 
Public Utility Bonds 248.100.24 bilities 67.500.00 
Industrial and Miscellaneous Bonds 292,478.18 Special Reserve 90,000.00 
Railroad Stocks ring mie Capital Fully Paid 1.200.000.00 
Public Utility Stocks 251.755.00 Senne 1.430.534.84 
Bank and Insurance Companies 
Stocks 273.069.16 
Industrial and Miscellaneous 
Stocks 721.181.00 
TOTAL (Value on N. Y. Ins. 
Dept. braeiion) .nxneneneneoenernes $3.625,572.88 
| Cash in Banks 248,404.72 
Other Assets 9,181.31 
Interest Accrued 23,057.89 
TOTAL Adimitted Assets..ccccccccce3;906,216.80 


On the basis of December 31, 1939 market quotations 


assets and surplus would be increased by $66,864.15. 


70 Pine Street, New York 


A. F. SADLER, Vice President and Secretary 


$3,906,216.80 








stocks owned, the total admitted 
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BROKERS’ JOINT COMMITTEE 
Nathanson and Cohen Heads of Legis- 
lative Committee Representing Four 
Associations in N. Y. 

\ joint legislative committee has been 
formed in New York City by four of the 
insurance brokers’ associations and Mor- 
timer L. Nathanson, vice-president of the 
Brooklyn Insurance Brokers Association 
and a veteran campaigner in legislative 
halls, is chairman. Julius A. Cohen is 


MORTIMER L. NATHANSON 


vice-chairman and will serve as liaison 
officer between the new committee and 
the joint law revision committee of the 
same associations, of which he retains 
the chairmanship during the committee’s 
continued existence. 

The associations represented on this 
new body are General Brokers Associa- 
tion of Metropolitan District, Brooklyn 
Insurance Brokers Association, Inde- 
pendent Brokers Association of Brook- 
lyn and the Bronx Insurance Men’s 
\ssociation. Present at the meeting to 
form the joint committee were George 
I’. Sullivan, Jack Fries, Peter A. Locke 
and Peter E. Schneider, presidents, re- 
spectively, of the four associations, as 
well as other members. One of the first 
problems to come before the committee 
was that of compulsory automobile in- 
surance in New York State. <A _ sub- 
committee was named to meet with In- 
surance Superintendent Louis H. Pink 
and the Association of Casualty & Surety 
Executives in an effort to work out some 
constructive solution of this social prob- 
lem. 


ROBERT A. SIBBALD DIES AT 78 

Robert Alexander Sibbald, insurance 
agent at Hackensack, N. J., and veteran 
crusader for good government in Bergen 


County, died March 10 at his home. He 
was 78 years old and had held several 
county and municipal offices. He form- 


erly published for many years a news- 
paper called the Hornet in which he 
criticized methods of government in the 
county Before moving to Hackensack 
he conducted an insurance agency at 
Park Ridge, N. J. Mr. Sibbald was born 
in Edinburgh, Scotland, and came to 
this country sixty years ago 





New England Agents Meet 
At Poland Spring June 26-27 


The annual Summer convention of the 


New England Association of Insurance 
Agents will be held this year at the 
Poland Spring House, Poland Spring, 


Me., on Wednesday and Thursday, June 
26-27, according to an announcement of 
the New England Advisory Board. The 
following committees have been ap- 
pointed to handle the convention: 

Program, Harold W. Hatch, New Bri- 
tain, Conn.; I. Munn Boardman, Burling- 
Vt.; A. B. White, Keene, N. H.; 
H. L. Bailey, Jr., Groton, Conn., and 
R. M. Pennell, Portland, Me.; hotel and 
registration, Leon W. Helson and R. L. 
Young, Portland, Me.; printing and pub- 
licity, R. H. Young, Portland, and F. F. 
Bartlett, Waterville, Me.; sports and 
prizes, A. B. White, Keene, N. H., and 
Janet Sheehan, Manchester, N. H.; invi- 
tations and badges, R. M. Pennell, Port- 
land, and Warren S. Shaw, Brockton, 
Mass. 


New York Broker’s Class 
Visits Glens Falls Office 


The new insurance broker’s class con- 
ducted by the Insurance Society of New 
York visited the office of the Glens Falls 
in New York City one night recently. 
Ever since the inception of the course 
four or five years ago the Insurance 
Society has made it a practice to take 
each of its classes to the office of some 
insurance company in order that pros- 
pective brokers may have an opportunity 
to see how the wheels go round. On 
such trips they are made acquainted with 
the Sanborn maps, the rate cabinets, and 
similar apparatus of a good fire com- 
pany. 

The class was met by Wilbur J. Ad- 





ams, manager, and Kenneth J. Thomp- 
son, production manager. Frank W. 
Tillotson, manager of the state depart- 


ment, and David Stewart, manager of 
the city department, acted as lecturers 
and guides to the class. Before they left, 
each student was given a cony of the 
Glens Falls Handy Book and The Policy 
Writer’s Friend. ; 
TO ADD AGENTS’ ASS’N TO LAW 

In the Assembly at Albany, N. Y., is a 
bill to amend the insurance law in rela- 
tion to endorsements and supplemental 
contracts by providing that the New 
York State Association of Local Agents, 
as well as brokers’ associations, compa- 
nies and rating bureaus, be informed of 
changes in forms approved by the Insur- 
ance Superintendent. 
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FLORIDA AGENTS MEET IN APRIL 


Palm Beach Convention to Hear Carter, 
Murphy, Smith, Knott, Ed- 
mondson and Others 
President O. M. Stallings and Secre- 
tary A. C. Eifler announce speakers and 
features of the thirty-sixth annual con- 
vention of the Florida Insurance Agents 
Association at Biltmore Hotel, Palm 
Beach, April 12 and 13. Speakers will 
be Sidney O. Smith, president of the 
National Association; Bernard P. Car- 
ter, general agent, Richmond, Va.; W. 
V. Knott, Insurance Commissioner of 
Florida, who retires from office next 
Spring; George E. Edmondson, Tampa, 
general agent and chairman of the Flor- 
ida Field Conference, and Ray Murphy, 
New York, assistant manager of the 
National Association of Casualty and 

Surety Executors. 

President O. A. Gane, of the Associa- 
tion of the Palm Beaches, will deliver 
the address of welcome, with response 
by State Vice-President Hunter Brown, 
of Pensacola. Reports will be made 
by the president and secretary and L. P. 
McCord, national councillor. The ban- 
quet comes the evening of the first day. 
Officers will be elected Saturday. Mr. 
Knott will announce the 1939 depart- 
mental preliminary report on Florida 
insurance business. Mr. Carter will tatk 
on consumer cooperatives and Mr. Ed- 
mondson on solidarity. 


N. Y. City Premiums in 1939 


The annual report on premium returns 
of the New York Board of Fire Under- 
writers shows that total premiums writ- 
ten in the New York Fire Insurance 
Exchange territory in 1939 totaled $27,- 
071,536. This figure includes the writ- 
ings of stock insurers, mutuals and other 
non-stock insurers. The total is divided 
into $17,055,736 for Manhattan and 
Bronx, $9,134,589 for Brooklyn and $881,- 
211 for Long Island City and American 
Dock Stores. Of the total stock com- 
panies wrote $25,019,108 compared with 
$26,095,645 in 1938. 

Stock companies wrote $15,663,528 in 
Manhattan and Bronx, compared with 
$16,538,830 in 1938; $8,649,525 in Brook- 
lyn, compared with $8,853,530 in 1938, 
and $706,055 in Long Island City, com- 
pared with $703,285 in 1938, 








Edgar L. 
insurance 
and have 


Thomas F. McManus and 
Peard, well known Buffalo 
men, have formed an agency 
opened offices in the Casualty Insurance 
Building, Mr. McManus is president 
and Mr. Peard vice-president and treas- 
urer of the new firm. Estelle M. Basher, 
in Buffalo insurance for more than twen- 
ty years, also is associated with the new 
organization. Mr. McManus is  vice- 
president of the National Association of 
Mutual Insurance Agents. 
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O'GORMAN & YOUNG, Inc. 
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NEWARK, N. J. 


New York Brokerage Office 


110 William Street 





W. E. Craig, Mgr. 





Will Address Meeting of 
Brooklyn Brokers March 27 







































































W. J. PURCELL 
The next regular monthly luncheon 
meeting of the Brooklyn Insurance 
Brokers Association to be held next 
Wednesday, March 27, at the Hotel 
Bossert, will be addressed by W. J. 
Purcell. Mr. Purcell, who has been 


with the National Surety Corp. for the 
past twenty years and is now assistant 
secretary, has a broad knowledge of the 
business and his talk should prove en- 
lightening to his listeners. His _ talks 
on fraud and forgery have been much in 
demand in this country and Canada. 

At this meeting plans for the annual 
dinner to be held in May will be dis- 
cussed. 


Invite Parkinson to Speak 
At N. Y. Brokers’ Luncheon 


The annual luncheon of the Insurance 
Brokers’ Association of New York will 
be held at the Hotel Astor on Tuesday, 
April 23. This will be preceded by the 
annual meeting of members of the asso- 
ciation. Arthur W. Jenkins of Terry 
& Co. is chairman of the arrangements 
committee and has invited President 
Thomas I. Parkinson of the Equitable 
Life Assurance Society to be guest 
speaker. 





New Jersey Plan 


(Continued from Page 1) 


special meeting but it is planned to hold 
it sometime within the next two or three 
months. The agents’ committee realizes 
that sacrifices must be made by the 
agents as well as the companies in order 
to secure the desired higher standard of 
agency appointments. 

Leaders of the New Jersey Association 
express the opinion that the pledge ap- 
proved at the mid-year meeting is much 
stronger than the well known California 
declaration of principles which has been 
so fully discussed at agents’ conventions 
in the last two years. The agents also 
believe that if the arrangements with 
the fire companies progress satisfactor- 
ily then the plan may be extended to the 
casualty insurance field. 













i'd. 





cheon 
rance 
next 
Hotel 
N. J. 
been 
r the 
istant 
f the 
¢ en- 


nnual 
- dis- 


eon 


‘ance 

will 
sday, 
- the 
ASso- 
‘erry 
ents 
dent 
table 


ruest 


hold 
hree 
lizes 

the 
rder 
d of 


tion 

ap- 
1uch 
rnia 
een 
ions 
also 
vith 


tor- 
the 





} 
t 
Fi 
i 
f 








March 22, 1940 









THE EASTERN 
~ UNDERWRITER > 









Page 29 














ASSETS 


*Donds 


writers’ Boards and/or Associatio 


Admitted Asmete ...ccccccses 
*Valuation 
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Premiums in course of collection not over ninety 
days due, reinsurance premiums and reinsurance 
recoverable on paid losses due from other com- 


Accrued interest on Mortgage Loans and Bonds... 
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DEINE vc ck cdccdica cdeece ras de ene 
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CLEVELAND 
314 Bulkley Bldg. 


CHICAGO 
175 W. Jackson Blvd. 


Financial Statement—December 31, 1939 





905,174.99 


128,750.00 
109,772.89 


NS. wee eeeeeeee 


$18,186,863.23 





Pearl American Fleet 
Home Office—80 John St.. New York 


CINCINNATI 
2810 Carew Tower 


PHILADELPHIA 
525 Chestnut St. 


SAN FRANCISCO 
200 Bush St. 


PEARL ASSURANCE CO., LTD. (United States Branch) 


LIABILITIES 


CRUE. hi Be ot taal nears tiate $1,008,450.30 Unearned Premium Reserve... ..ssesesccseccens 
State, County and Municipal........ 1,364,339.89 ; . 
yey a erage : _— free hae eo 9'537,591.35 Losses in process of adjustment.................. 
ig Ra ere rr eer eer 2,901,502.33 eer : Fe oe 
Industrial and Miscellaneous....... 1,298,611.00 $9,110,494.87 CORO TOOIORTE: aks 65 G5 oo 6 6dkS bake evans 
*Stocks Reserve for Taxes, Expenses and other Liabilities 
Railroad oo... cece cece cee eceeeeceees Funds held under Reinsurance Treaties.......... 
Pramene TIERUREIOR ccc sicinvesceuecenes 
SANKS ws eee eeeee pees eceeccccccesees d, i me Unearned Premiums and losses recoverable on re- 
Industrial and Miscellaneous....... 7,032.00 4,783,135.49 insurance in companies not admitted to transact 
— * puntmens In Mew TOPK MEGtC. 6. cc sccccaesesenee 
Cash im Banke wmrdd Ole as. oieias00 5.000800 00:90 0: 3,149,534.99 
Vremiums in course of collection not over ninety Te Se eee te oe $400,000.00 
days due and reinsurance recoverable on paid 
losses due from other companies, less reinsur- Git oe ane wk wena reeent etek 8,429,787.55 


Surplus to Policyholders.............ccccces 


on basis approved by National Association of Insurance Commissioners. 


Securities carried at $643,231.58 are deposited as required by law. 
**Represents difference between total values carried in assets for all bonds and stocks 
owned and total values based on December 31, 1939 market quotations. 


MONARCH FIRE INSURANCE CO. 





Financial Statement—December 31, 1939 


$6,471,298.13 
719,518.00 
171,302.29 
397,992.08 
21,197.80 


8,829,787.55 


$18,186,863.23 


$1,476,228.52 
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190,895.15 


1,513.16 


24,704.91 


1,342,488.46 


LIABILITIES 
_. $978,399.33 Wnegrmed Premimm: TOSOrVG sé s<<.60kc:00 cece misses 
ah 74,546.92 : R 
- 328,455.87 Losses in process of adjustment.................. 
wk 249,054.34 
i 240,960.75 $1,871,417.21 Reserve for Taxes, Expenses and other Liabilities 
. Funds held under Reinsurance Treaties.......... 
ae $60,150.00 
os Bgteye Unearned Premiums and losses recoverable on re- 
" 131,944.65 215,394.65 insurance in companies not admitted to transact 
miiniastiticictcnpaanaeniaecaenate Dmsiments tm TOW Werks Bee. k vec cos vce eKcedces 
sae ayereDa cute oe 676,514.51 
ee ree ee 99,434.34 0 Re ae ep eee ee ; 9,336 
t liens. 22212! ese, ee nee 
OM. sw eee eseees 13,561.75 NIIDD © fin: cat cn avniese- ate acne ak aw els 523,152.46 
Ee a 6,000.00 ee ee! 
Surpius to Policyholders. ..........cceeccesees 
ie aiuiaecateeies wae 202,790.24 
16,813.24 
ere ee err **$3,188,770.29 





on basis approved by National Association of Insurance 


Securities carried at $255,127.31 are deposited as required by law. 
**On basis of December 31, 1939 market quotations for all bonds and stocks owned this 
company’s total admitted assets and Surplus to Policyholders would be increased $31,370.01. 


EUREKA-SECURITY FIRE & MARINE INSURANCE CO. 





Financial Statement—December 31, 1939 








**$3,188,770.29 


Commissioners. 
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te Losses in process of adjustment.................. 
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ve 314'200-00 Funds held under Reinsurance Treaties........... 
on 9 327818.00 . Unearned Premiums and losses recoverable on re- 
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ike KaK eee ew ne 32,827.79 
Teer eer $7,390,065.80 





on basis approved by National Association of Insurance 


Securities carried at $350,054.80 are deposited as required by law. 
**Represents difference between total values carried in assets for all bonds and stocks 
owned and total values based on December 31, 1939 market quotations. 
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30,586.25 
280,477.70 


70.26 


3,062,242.99 
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Rural matty Soren 
At Wichita Convention 


A. H. CASE TO LEAD DISCUSSION 


Several Prominent Speakers in Insur- 
ance Field to Address Kansas 
Association Meeting April 23 


In view of Wichita’s geographical loca- 
tion not only in the heart of America 
but also in the center of its farm area, 
due prominence will be given to business 
possibilities of the rural insurance agent 
at the mid-year meeting of the National 
Association of Insurance Agents in that 
city, April 22-25. 

As announced by Lorren W. Garlichs, 
chairman of the National Association’s 
program committee, one of the leading 
topics on the conv ention program will be 
a forum devoted to a discussion of the 
field for rural agents’ business and fire 
prevention activities. This will be held 
Wednesday afternoon, April 24. 

Discussion Leaders 

Alex H. Case of Marion, national coun- 
cillor and past president of the Kansas 
Association will lead the discussion. He 
will be assisted by Howard Bradshaw, 
Delphi, vice-president and chairman of 


the rural agents committee of the Indi- 
ana Association, and Rush W. Carter, 
farm superintendent of the Aetna Fire 


at Chicago. 
The complete tentative program for the 


mid-year meeting of the Kansas Asso- 
ciation, which will be held Tuesday, 
April 23, has also been announced by 
Laurin W. Jones of Dodge City, presi- 
dent, and Wade Patton of Hutchinson, 
secretary. 

The rural forum, arranged through 
suggestions of the rural agents Com- 


mittee of the National Association, of 
which R. W. Forshay, Anita. Towa, is 
chairman, will be titled, “Rural Business.” 
Mr. Case will develop the subject in gen- 
eral and will lead the discussion into its 
first sub-topic, “Selling Farm Insurance.” 

Mr. Bradshaw will concentrate his re- 
marks on section B of the forum, titled 
“Casualty Possibilities in Rural Areas.” 

“Rural Fire Protection, Prevention and 
Control” is sub-topic C on the program 
which will be developed by Mr. Carter 
As chairman of the agricultural commit- 
tee of the National Fire Waste Council 
and prominent in activities of the Farm 
Underwriters Association, Mr. Carter is 
qualified to handle this subject. 

The rural agents’ session is only one 
of six forums on subjects of practical 
value that are being arranged for the 
convention. Each forum will be headed 
by a discussion leader prominent in that 
particular field, aided by well-qualified 
assistants. 

The Kansas Association is concentrat- 
ing on bringing as many rural agent 
members and non-members as possible 
to the combined mid-year meetings, call- 
ing their attention especially to the rural 
business forum Wednesday afternoon. 


Kansas Association Speakers 

President Sidney O. Smith of the Na- 
tional Association will be one of the 
featured speakers at the Kansas conven- 
tion. The meeting will open Tuesday 
morning with an address on “Insurance 
Premium Financing” by W. A. Barrett 
of the First Bancredit Corporation, Kan- 
sas City. He will be followed by Fred- 
erick W. Doremus, manager, Western 
department, American of New Jersey, on 
the subject, “Consumer Cooperatives.” 

Also on the morning program will be 
FE. D. Lawson, manager, Western Depart- 
ment, Fireman’s Fund, “The Relation of 
Credit to Insurance”; Morton T. Jones, 


president, Kansas City Fire & Marine, 
“Competition”; William T. Reed Jr., 
assistant counsel, Washington office, Na- 
tional Association, “National Association 
Service Office,” and George W. Carter 


of Detroit, chairman, mid-West national 

councillors group, “Effect of New Fed- 

eral Laws on Insurance Business.” 
Afternoon Program 


Speakers on the afternoon program 


will be Ralph W. Bugli, London Assur- 
ance, 


“The Profit Motive”; J. Dillard 
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Charles 
Commis- 


Hall, U. S. F. & G,, “Safety”; 
F. Hobbs, Kansas Insurance 
sioner, “New Insurance Laws,” and Ray 
Murphy, assistant general manager, 
Association of Casualty and Surety Exec- 
utives., 

Also on the afternoon program will be 


M. N. Platt, Travelers, “Casualty In- 
surance”; L. P. McCord, Jacksonville, 
Fla., chairman, publicity and education 


committee, National Association, “Insur- 
ance Education”; Henry J. Weltmer Jr., 
chairman, Kansas Association education 
committee; Spencer Welton, Massachu- 
setts Bonding, “Bonds,” and R. W. For- 


shay, Anita, lowa, chairman, rural agents 
committee, National Association, “The 
Rural Agents’ Future.” 


Paid registrations of approximately 500 
persons have already been received for 


the convention, it is reported from 
Wichita, presaging one of the largest 
mid-year gatherings of the National 


\ssociation on record. 





EXAMINERS HEAR FLEMING 
National Board of Fire Prevention 
Expert Discusses New Hazards 
in Industrial Processes 
\ large audience of underwriters heard 
the address of T. Alfred Fleming, di- 
rector of conservation of the National 
Board of Fire Underwriters, at the 
March meeting of the Fire Insurance 
Examiners Association held Tuesday eve- 
ning at Miller’s Restaurant in New York 

City. 

Mr. Fleming, who 
several occasions at 
ciation, spoke on 


has appeared on 
affairs of the 
many changes in in- 


asso- 


dustrial processes. He called the atten- 
tion of examiners to new hazards cre- 
ated by these changes for which they 


hould be on the alert when underwrit- 
ing risks in the classes discussed by the 
s eaker. 


Mr. Fleming, because of his connection 


th the National Board, is in an excel- 
lent nosition to receive the latest infor 
mation on various industrial and busi- 


ness changes, and as usual he not only 
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JOSEPH P. GIBSON, JR. 
PRESIDENT 


90 John Street 


ADVANCED BY STANDARD 


H. R. Scherne, John J. O’Connor and 
Fred J. Theen Assistant Secre- 
taries of New York Co. 

H. R. Scherne, manager of the agency 
department of the Standard of New 
York; John J. O’Connor, manager of the 
brokerage department, and Fred J. 
Theen, manager of the automobile de- 
partment, have been made assistant sec- 

retarics of the company. 

Messrs. Scherne and O'Connor have 
been associated with the Standard for 
eighteen years, or since its inception. 
Mr. Theen has been with the company 
for sixteen years, 





OSTERLUND TO NEW YORK 
Harold W. Osterlund, special agent, 
Travelers Fire and the Charter Oak Fire, 
Hartford branch, will be transferred to 
the 55 John Street New York branch 
in the same capacity. 





pertinent information but 
in such a manner that 
the knowledge of these changes would 
he advantageous to examiners in their 
work. The material used by the speaker 
was practically all new, dealing as it dia 
with changes that occurred since Mr 
Hleming last addressed the association. 


passed along 
also discussed it 





under-insured against 
“explore” 


value. 


Head Office: 
New York Office: 
Chicago Office: 





“EVER EXPLORE YOUR HOME?” 


asks the Alliance national advertising for March. 
curiosity-arousing headline 
which points out the danger and needlessness of being 
fire, 
his home thoroughly, listing everything of 
If the total appraised value of his residence 
contents is more than the amount of his fire insurance 


policy, he is urged to quickly .. . 


. sh the - = Auent” 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


1600 Arch St., 
99 John Street, 
209 W. Jackson Boulevard 


San Francisco Office: 


This 
is followed by a message 


and urges the reader to 


Philadelphia 
ye: Y, 


222 Sansome Street 








MORTIMER D. PIER 
SECRETARY 


New York, N. Y. 





BRIDGE LEAGUE BENEFIT PARTY 


New York League Sponsoring Affair 
For Finnish Civilian Relief April 

29 at Hotel Biltmore 

The New York Insurance 

League will sponsor a bridge party for 


Bridge 
the benefit of Finnish civilian relief on 
April 29. 
pating will be donated. The 


All services of those partici- 
Hotel Bilt- 
more has generously contributed the use 
of its ballroom, and several well-known 
bridge authorities will appear in person 
to conduct the party and give exhibi- 
tions. The committee in charge is urging 
insurance companies to support the affair 
by having some of their employes at- 
tend, and it also hopes that the producing 
forces will attend in large numbers. 
Many executives among both companies 
and producers have indicated that they 
will participate as patrons. 

Admission fee will be $1 a person and 
tickets will be made available at company 
offices and at the offices of members of 
the committee. The committee consists 
of Harry Lees, United States Fidelity 
& Guaranty, chairman; C. L. Beardsley, 
America Fore Group; R. A. Kearney, 


Sun Idemnity; J. W. Kennedy, Provi- 
dence Washington; Fred S. Knight, 
Weekly Underwriter; W: A. Rattelman, 
National Union Fire, and C. G. Roth, 
National Surety Corp. 

The party will not be a tournament 


for experts but a benefit rally for any- 
one who can play. Confirmed “kibitzers” 
will have several well- known bridge lum- 
inaries to watch. There also will be 
special matches between selected teams 
of the bridge league, and probably a 
match between the Hartford Insurance 
Bridge League and the New York In- 
surance Bridge League. 





William C. Morsell Dies 


Funeral services were held Tuesday 
at the St. Thomas Roman Catholic 
Church in Woodhaven, Long Island, for 


William C. Morsell, manager of the 
brokerage and service department of the 
Northern Assurance, who died last Fri- 
day night at his home in Woodhaven. 
He became associated with the Northern 
Assurance in 1927. Before that he was 
with various New York City insurance 
brokerage offices for sixteen years. From 
1900 to 1911 Mr. Morsell was with an in- 
surance agency in Washington, ><. 


Beling Talk 


(Continued from Page 25) 


solvent. Statistical data should be lim- 
ited to absolute requirements. 
Collections 

There is no royal road to prompt col- 
lections declared Mr. Beling. He has 
heen told by agents that financing pre- 
miums has been instrumental in increas- 
ing premium volume in many instances 
by converting annual policies into term 
policies. An excellent means of keep- 
ing in touch with the collection position 
at all times is to prepare monthly a 
balanced list of all outstanding accounts 
aged by months of origin. These lists 
may be noted each day as to the collec- 
tions and are thus available as a ready 
reference. 
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Te GRANDFATHER of Daniel Boone was George Boone 
who came from Exeter, England and purchased large 
tracts of land in Maryland, Virginia and what is now Penn- 
sylvania, subsequently founding a settlement which he 
named after himself—Georgetown, D. C. Daniel was born 
in Bucks County, Pa., on February 11, 1735. 

Daniel married while still in his teens. He had heard glow- 
ing accounts of Kentucky from the lips of John Finley, who 
had penetrated that country to trade with the Indians; so on 
May Ist, 1769, with several adventurous neighbors, he 
plunged into the western wilderness and became the 
founder of the great state of Kentucky. 

Daniel Boone is popularly known as a deer-slayer and 
Indian fighter, but he was of a gentle and kindly disposition. 
While the Indians considered him to be their most skilful foe, 
they looked upon him as a man of honor, and treated him 
with a certain rough consideration, in all their dealings. 

On one expedition Daniel 


Boone was alone in the wil- 
derness for two years, during : y, H () | \ / | 
which time he tasted no bread 


and saw no human beings. 
Several times during his life 


NEW YORK 


Birthplace in Bucks County, Pa. 






he was captured by the Indians and on one occasion was 
adopted by the Shawnee chief, Black Fish; the ceremony 
consisting of painting his body and plucking out all of his 
hair with the exception of a scalp lock. 

In 1792, Boone lost all of his Kentucky holdings through 
defective titles and later moved to Missouri, then a Spanish 
possession, where he was appointed commander of the 
Femme Osage district and given a grant of 8,000 acres. 
When Napoleon acquired the territory and sold it to the 
United States, Boone again found his titles worthless; but 
the Kentucky State Legislature and Congress allowed him 
to retain 850 acres. 

He was born in the Dutch Colonial stone and timber 
house near Stonersville, in Bucks County, Pennsylvania. 

Daniel Boone kept his coffin under his bed and was 
placed in it on his death September 26th, 1820. He died 
in the stone house (inset) at St. Charles, Missouri. 


* * 


INSURANCE 
COMPANY 


The Home, through its agents and brokers, 
is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








At the last semi-annual meeting of the 
New York Fire Insurance Rating Or- 
ganization, the president in his address 
stressed the idea of making greater ef- 
forts to familiarize the up-state public 
and agents with the co-insurance clause, 
especially as dwelling risks under full 
protection now may be written at a 
reduced rate with the coinsurance clause. 
In view of this I am presenting a bulle- 
tin issued by Manager Lawrence Daw 
of the Syracuse division of the New 
York Fire Insurance Rating Organiza- 
tion in 1919 in his capacity then as sec- 
retary to the executive committee of 
the Underwriters’ Association of New 
York State. This is a good explanation 
to local agents of the average and co- 
insurance clauses. This bulletin follows: 

General rule No. 12 provides for the 
use of the average clause only in all 
cases where allowance is made for co- 
insurance. This means that the use of 
the co-insurance clause is no longer per- 
mitted and agents are again asked to 
destroy all of these clauses on hand and 
use only the average clause in order to 
avoid criticisms which will otherwise 
result. 

In response to numerous inquiries as 
to the difference between the applica- 
tion of the average and co-insurance 
clauses, your attention is called to illus- 
trations on the back of this sheet. It 
should be borne in mind that if policy 
covers a single item or subject at a 
single location the application of each 
clause is identical, but under a blanket 
coverage either as to subject or loca- 
tion, or where there are two or more 
items in the policy, there would be a 
difference should there be specific in- 
surance on any one of the items or 
subjects. Ot 

In writing blanket policies, it is im- 
portant to have all forms concurrent. 
Do not write specific insurance on any 


separate portion of the property. 
Average vs. Co-Insurance Clause 


Illustration 
100% clause: 


showing application of 


Insurance 
Items Property Value Required 
..Building A $2,000 2,000 


2... Building B 3,000 3,000 
3....Building C 5,000 5,000 


$10,000 $10,000 

If written with 100% average clause: 
The 100% average clause provides that, 
“This company shall not be liable for 
a greater proportion of any loss or 
damage to the property described herein 
than the sum hereby insured bears to 
one hundred per centum (100%) of the 
actual cash value of said property at 
the time such loss shall happen. If the 
insurance under this policy be divided 
into two or more items, this average 
clause shall apply to each item separ- 
ately.” 

Adjustment under this clause is entire- 
ly independent of any other insurance. 
A blanket policy of $5,000, represent- 
ing 50% of the total insurance, would 
pay that percentage of loss under each 
item or subject of insurance. 

If written with 100% co-insurance 
clause: The full co-insurance clause pro- 
vides that, “If at the time of the fire, 
the whole amount of insurance on the 
property covered by this policy shall be 
less than the actual cash value thereof, 
this company shall, in case of loss or 
damage, be liable for such portion of 








the loss or damage as the amount in- 
sured by this policy shall bear to the 
actual cash value of such property.” 

The cash value of property as shown 
in the above illustration being $10,000, a 
like amount of insurance is required 
under the terms of the co-insurance 
clause. If a blanket policy of $5,000 
coving all items is issued together with 
a specific policy of $5,000 on Building 
C, the insured will have complied with 
the co-insurance requirement of carry- 
ing $10,000 insurance. In the event of 
a total loss under either Building A 
or B, the blanket policy of $5,000, in- 
stead of contributing proportionately as 


the amount of insurance bears to the 
total amount required under each item 
(amounting to 50%), would pay a total 
loss under each of these items. The 
specific policy of $5,000 covers only on 
Building C and therefore would not con- 
tribute to a loss on Building A or B. 

The same result would obtain under 
similar conditions for policies covering 
buildings and contents. 

Destroy all co-insurance clauses—use 
only the average clause. 





Tells Laboratories’ Story 


In the Kiwanis Magazine 


John N. Cosgrove of the American Re- 
serve Insurance Co. is author of an in- 
formative article on the work of the 
Underwriters’ Laboratories in the Feb- 
ruary issue of the Kiwanis Magazine. 
This article is written in narrative form, 
illustrated with drawings, and tells “some 
of the things that might happen to every 
citizen if a protective organization which 
has nothing to sell but safety did not 
exist.” It is entitled “Your Unseen 
Friend.” Mr. Cosgrove is well known as 
a speaker and writer on fire protection. 
In a wholly entertaining way the story 
informs the public how much it really 
owes to the Underwriters’ Laboratories, 
operated by stock fire insurance. 















Pity this poor chap seeking protec- 
tion from the wintry blasts without 
adequate coverage. However, the 
property owner who carries only par- 
tial protection is no better off. Fire 
Insurance on property and contents 
is necessary of course, but a supple- 
mental contract, rent insurance, 
burglary, public liability and other 
forms are essential to complete the 
coverage. Are you leaving your as- 
sured “out in the cold”? The 
Phoenix-London Group Visible Busi- 
ness Record has been prepared to 


correct this condition—would —_, sat Sr o 
J 

















Cy 


you like a copy? There is also a de- 
cided advantage in representing a 
multiple line Group, writing all forms 
of Fire, Casualty and Inland Marine 
Insurance, providing nation-wide 
claims, engineering and underwriting 
service. The Phoenix-London Group 
offers unexcelled facilities for hand- 
ling your Fire business, your Casual- 
ty business, or both, through a single 
organization. 


PHOENIX-LONDON jou 


55 FIFTH AVENUE, NEW YORK CITY 


FIRE COMPANIES 
Pheenix Assurance Co., Ltd. 
Imperial Assurance Company 
Columbia Insurance Company 
United Firemen’s Insurance Co. 





The Union Marine & General 


Insurance Co., Ltd. 


CASUALTY COMPANIES 
London Guarantee & Accident Co., Ltd. 
Phenix Indemnity Company 





Difference of Views 
On Fire Rate Cuts 


INCREASE IN LOSSES FEARED 





Changes in Basis for Agents’ Remunera- 
tion Spoken of by Superintendent 
McNairn; Term Policy Business 





Reductions of 5% and 10% in the fire 
insurance rates quoted by the tariff com- 
panies in Ontario and Quebec, announced 
recently, appear to have met with some 
criticism in fire insurance circles. In 
some quarters, it is understood, there is 
a feeling that the reduction should be 
greater. In others it is claimed that 
the cycle of fire losses in Ontario and 
Quebec has been tending upward in re- 
cent weeks and that if this continues 
the rates as they now stand will be too 
low. 

Evidence that a difference of opinion 
existed regarding the whole rate situa- 
tion was given by Hartley McNairn, 
Superintendent of Insurance for On- 
tario, in his last report to the attorney- 
general of Ontario. He said: 

“Resolutions have been adopted by 
company organizations which, if carried 
out, will involve a reduction in fire in- 
surance rates, a change in the basis of 
insurance agents’ remuneration and a re- 
duction in commission rates, all such 
changes being predicated upon an im- 
provement in existing conditions in the 
business.” 


War Expected to Bring Loss Increase 


Some of the more conservative insur- 
ance executives claim that a substantial 
rise in the fire loss ratio is bound to 
come with the quickening of industry. 
This opinion is based partly on the in- 
creased hazard due to many factories 
operating night and day on a war-time 
basis. 

A factor in the situation which has 
not made itself felt yet but which may 
have a powerful effect on rates is the 
legislation recently passed by the On- 
tario legislature but not yet proclaimed. 
This authorizes stock fire insurance com- 
panies to write mercantile risks on an 
unlimited term instead of for one year 
as formerly. It is claimed that when this 
comes into effect it will bring further 
reductions by some of the companies 
as the expense of writing on a three- 
year term is estimated to be lower than 
for one year only. At present only 
mutual companies and reciprocal ex- 
changes have been writing mercantile 
risks on extended terms. 





Made Associate Manager In 


Chicago for Travelers Fire 


A. M. Raymond, manager of the Chi- 
cago branch office of the Travelers Fire 
and the Charter Oak Fire, a veteran of 
the fire insurance field, has been granted 
a leave of absence because of ill health 
and will spend some time in Florida re- 
cuperating. A. B. Smillie, who has been 
manager of the Indianapolis branch of 
the Travelers Fire and Charter Oak, has 
been appointed associate manager of the 
Chicago office, effective March 15. Mr. 
Smillie’s insurance career began in 1916 
with the Royal in their Atlanta office. 

William R. Caskey, assistant manager 
of the Indianapolis office, will take up 
the duties of manager upon the transfer 
of Mr. Smillie to Chicago. 





HENRY BENNETT OF CUBA DIES 


Henry Bennett, general manager of 
La Cubana Cia National de Seguros of 
Havana, died last week of a heart at- 
tack. He was 64 years old and is sur- 
vived by a son and daughter. A native 
of New Mexico Mr. Bennett went to 
Mexico as a young man and about forty 
years ago moved to Cuba. With F. Stein- 
hart of Havana he was instrumental in 
organizing La Cubana in 1918, which 
writes fire, casualty and life business. 
Mr. Bennett was one of the chief repre- 
sentatives of Cuban companies in or- 
ganizations for fire insurance rate mak- 
ing and other purposes. 
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Indemnity Marine Chairman Gives 
General Review of Risk Results 


lays in connection with overseas agen- 


The address of Lewis Walters, chair- 
man, at the annual meeting of the In- 
demnity Marine of London, was note- 
worthy as being the first review of ma- 
rine insurance conditions to be given by 
a British company chairman this year. 

Mr. Walters, with figures for 1939, 
confirmed the view expressed at the 
previous meeting that the amount re- 
maining and available for winding up 
the underwriting of the years up to and 
including 1937 would be insufficient. Yet, 
as some set-off, 1938 showed an improve- 
ment, so that it was possible to envisage 
a probable surplus large enough not only 
to meet the shortage expected in the re- 
serves for earlier years, but also to 
create a free reserve for future con- 
tingencies, 

With regard to the 1939 account, al- 
though superficially this appeared to be 
slightly better than 1938, Mr. Walters 
said that the abnormal conditions pre- 
vailing throughout the year made it dif- 
ficult, and indeed unwise, for him to ex- 
press an opinion on the future of this 
account. 

“Delays in advices both of premiums 
and claims due to evacuation and short- 
age of staffs at home, and to mailing de- 


cies,” he pointed out, “made it impos- 
sible for us to complete the year at 
the time our accounts were- compiled, 
therefore the figures cannot be regarded 
as a true medium for comparison with 
the 1938 account.” 

Dealing with market conditions gen- 
erally, Mr. Walters said :— 


Need for Cooperation 


“T should like to conclude my com- 
ments by making a strong appeal for 
the fullest cooperation between under- 
writers. At this time, when maritime 
conditions have become so vastly dif- 
ferent, it is, to my mind, essential that 
all available measures of cooperation 
should be adopted and loyally adhered 
to by every underwriter in the marine 
market. 

“T realize fully the difficulty experi- 
enced by underwriters of independent 
and original mind in sacrificing some of 
their personal views, but I do suggest 
to them that the spirit of the times 
demands some sacrifice and that, for the 
common good, it is essential that unjty 
and cooperation should be developed and 
consolidated to the fullest possible ex- 
tent.” 





AMEND WAR RISK RATES 





British Changes for Shipments Passing 
Through U. K. on Through 
Bills of Lading 

The British War Risks Insurance Of- 
fice has announced a development aris- 
ing out of one of its decisions issued on 
January 11 respecting merchandise 
shipped to and from the Continent and 
other countries by way of the United 
Kingdom. It was then ruled that goods 
shipped on through bills of lading from 
a Continental port via the United King- 
dom and re-exported to South Africa or 
South America by vessels of the British 
Conference Lines would be_ insurable 
for the inward and outward voyages, 
including risks after discharge overside 
from the importing ship until loaded on 
board the exporting one, at the sum of 
the rates applicable for the inward and 
outward voyage, plus %4% to cover the 
transit risk between the importing and 
exporting vessels. 

It has now been determined that goods 
shipped on through bills of lading from 
a Continental port via the United King- 
dom to South Africa or South America, 
without transshipment, by British Con- 
ference Lines’ vessels shall be insurable 
at the sum only of the rates for the 
time being applicable for the inward 
and outward voyages. 


WOMAN WINS IMPORTANT POST 

Having beaten eighty-eight male com- 
petitors in open competition, Miss Mar- 
garet Mary Downes has been appointed 
adminstrator to the Export Credits 
Guarantee Department of the British 
Board of Trade. Miss Downes, the first 
woman ever to occupy this important 
Position, is supervising a staff of under- 
writers and economists, most of whom 
are men. 


JACKSONVILLE FIRE LOSSES 

Jacksonville, Fla., with 130,000 inhabi- 
tants, had fire losses in 1939 of $169,071, 
with insurance losses of $144,697. Total 
losses on buildings ran to $105,703 and 
contents $63,368. Total alarms for year 
was 1,627, and property values involved 
in fires for the year was $11,567,872, 
buildings $8,684,509 and contents $2,- 

883,363. Total insurance carried on 








buildings $5,908,839, contents $2,164,338. 


Lloyd’s Drops Yacht Register 


Lloyd’s has announced that it has de- 
cided not to proceed with the 1940 Edi- 
tion of Lloyd’s Register of Yachts. The 
society asks owners to continue to send 
in details of their vessels, so that when 
publication again becomes possible the 
book may be as complete as possible. 
Yachting in British waters is suspended 
for the duration of the war. 


GEORGE JORDAN ADVANCED 





Becomes Vice-President of Fireman’s 
Fund; Leslie J. Haefner Ap- 
pointed Marine Secretary 


_At a meeting of directors March 14, 
George Jordan was elected vice-presi- 
dent of the Fireman’s Fund. Well 
known in marine circles throughout the 
country, Mr. Jordan has been marine 
secretary of the Fireman’s Fund and its 
affiliated companies since February 1932. 
He joined the head office marine depart- 
ment staff in San Francisco in 1911 and 
took charge of the marine claims depart- 
ment in 1917. In February, 1923, he be- 
came assistant marine secretary, and in 
August, 1929, was transferred to New 
York as manager of the Atlantic marine 
department. 

At the same meeting the directors 
elected Leslie J. Haefner marine secre- 
tary to succed Mr. Jordan. Mr. Haef- 
ner joined the head office marine depart- 
ment staff late in 1906, being elected 
assistant marine secretary in August, 
1929. 





Harold Fearon Comptroller 


American International Und. 


Harold Fearon has been appointed 
comptroller of the American Interna- 
tional Underwriters Corporation. Just 
prior to joining the A.I.U. he was audi- 
tor for the National Union Fire and for 
ten years before that was chief account- 
ant of the Hardware Mutual Casualty. 

During his twenty years in insurance 
Mr. Fearon has served also with the 
Transcontinental and some other com- 
panies. Last year he made an extensive 
inspection tour of the foreign offices and 
agencies of the A.I.U. in the interests of 
the National Union, for which the A.I.U. 
serves as foreign manager. 


TEXAS DEP’T CHANGES 


Effective March 15, Vestal Lemmon 
has been appointed director and actuary 
in the automobile division of the Texas 
Insurance Department to succeed A. A. 
Reagan, Jr., resigned. Mr. Reagan has 
joined the Loyalty Group in Dallas. 
With the Texas insurance department 
for five years, Mr. Lemmon served as 
chief rater of the automobile division. 








Court Finds Against Continental 
In Morro Castle Fire Litigation 


In the opinion of Federal Judge Henry 
W. Goddard, owners of the Morro Castle 
which burned off Asbury Park in 1934, 
should be reimbursed by the Continental 
Insurance Co., New York, for damages 
paid to victims of that tragedy in which 
eighty-one passengers and thirty - four 
members of the crew died. The judge 
held that the disaster was caused by 
“negligence of the officers and crew.” 

At the same time the court sustained 
the contention made by Roscoe H. Hup- 
per and Chauncey I. Clark, attorneys for 
the line, who asserted that the officers 
of the company were not negligent and 
had every reason to believe that the 
ship and its crew were efficient. 

This is taken to mean that the steam- 
ship company is considered to have used 
ordinary and customary care in the se- 
lection of officers and a crew for this 
vessel, and the fact that some of the 
officers and crew turned out to be negli- 
gent was therefore not the fault of the 
steamship company. 


Commission May Decide 


This line of reasoning is borne out in 
the court’s opinion, which was given in 
the suit brought by the New York & 
Cuba Mail Steamship Co. against the 
Continental under a P. ; policy. 
Claims for $13,500,000 were made origi- 
nally against the steamship company and 
settled for $890,000. Legal expenses in- 


creased that amount to $1,114,267, which 
is the sum now asked of the insurance 
carrier. Unless the litigants agree on a 
settlement, Judge Goddard said the 
amount of damages to be awarded shall 
be determined by a commission of the 
court. He said in his opinion: 

“The losses were not so much due to 
the small fire which was discovered at 
2:10, but to the failure of the Morro 
Castle’s officers and crew to make prompt 
and sufficient use of the facilities which 
the ship provided for extinguishing the 
fire and protecting the passengers and 
ship; to the delay of some forty-five 
minutes in reporting it to the bridge, 
and to the violation of the safety statutes 
and regulations by the officers in charge 
of her which, according to the testi- 
mony, the line’s managing officers did 
not participate in and were not privy to. 

“The line cannot fairly be held to 
have failed to use due care in the se- 
lection of the master and officers of the 
Morro Castle. They were men of many 
years’ experience and long in the ser- 
vice of the line, and their records and 
qualifications would seem to have indi- 
cated that they were competent to be 
placed in charge of the Morro Castle. 
There is no proof that the libelant was 
negligent in the selection of the crew.” 

Judge Goddard referred to the defense 
contention that the conviction of the 
line and Henry E. Cabaud, an official, 
for negligence, established the guilt of 
the line and absolved the insurance com- 


pany, 


Reviews Troubles of 
War Risk Ins. Buyers 


MANY UNCERTAINTIES EXIST 





Procter & Gamble Manager Regrets 
There Are Costly Hazards Which 


Underwriters Cannot Insure 





Uncertainties of war risk marine cov- 
erage were viewed by Lowe Wiggers, 
manager, insurance department, Procter 
& Gamble Co., prominent in the Ameri- 
can Management Association and the In- 
surance Buyers’ Association, in an ad- 
dress before the Cincinnati Casualty & 
Surety Association, March 12. He said 
that the new decision of marine under- 
writers to offer coverage against capture 
by the Allies on exports to the Americas, 
Asia, Africa, Australasia and the East 
Indies does little to solve uncertainty, as 
the American importer never can be sure 
when a ship carrying his cargo will enter 
forbidden waters. 


Costly Delays Not Insurable 


Marine underwriters, he said, fail to 
think of war risks in terms of delay, 
which is costing American business un- 
told amounts of time and money. Strikes, 
riots and civil commotion on the Pacific 
Coast and disturbances at New Orleans, 
he said, have held up goods for months, 
entailing costly delays, and in many 
cases, contamination. 

He said that American manufacturers 
have done constructive work in building 
storage tanks and warehouses for pres- 
ervation of commodities in troubled 
areas, saving goods for which the under- 
writers otherwise would have been liable, 
and therefore deserve all consideration 
in the matter of goods damaged or pro- 
duction held up because of delay. 

At the beginning of the present war, 
$5,000,000 worth of American goods were 
on German ships at sea, mostly insured 
in the American market. His own firm 
had cargoes from the Far East on seven 
German ships around the Canal Zone, 
which scattered in all directions when 
war was declared. In such cases, Ameri- 
can shippers grew tired of the response: 
“Treat it as if it were your own loss, try 
to salvage or dispose of it, and then we 
will see where we stand.” 

In many such cases transshipment was 
necessary, entailing additional expense. 
All except $300,000 worth of American 
goods caught in transport on German 
vessels at the beginning of the war, has 
now been delivered or accounted for. 

The high cost of war risk insurance 
may be understandable, Mr. Wiggers 
said, but the importer is constantly beset 
by fluctuations. In addition to delays, 
deviations, deterioration and transship- 
ments, all involving heavy costs, the im- 
porter is faced with uncertainty as to 
the meaning of destination. He said that 
on war risks underwriters are holding 
that destination means not necessarily 
the destination for which the shipment 
was intended but any port of refuge to 
which it may be taken. 

Mr. Wiggers said that “detainment at 
a rate to be arranged” in marine policies 
may not be arranged, because nobody 
knows where detainment may occur o1 
how long it will last, and often a fifteen 
day binder does not bind during detain- 
ment. The companies are now binding 
for a thirty day period, he said, but they 
do not bind the rate. 

He laid no blame on underwriters, but 
said that American business is finding 
the uncertainties extremely costly. 


RHODE ISLAND STATEMENT 


The Rhode Island annual statement 
for 1939 shows assets of $5,098,240. The 
premium reserve is $1,579,093. Capital 
is $892,538 and net surplus $2,032,497. 
Net premiums were $1,163,093. This 
statement gives effect to the merger of 
the Merchants with the Rhode Island. 
A branch ofce of the company has 
been established at 80 John Street, New 
York, for the servicing of city business 
and brokerage accounts. Also an in- 
land marine department has been re- 
located in New York under a specialized 
underwriter. 
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Eugene F. Hord, Long Ill, 
Dies Suddenly in N. Y. 


40 YEARS CASUALTY EXPERIENCE 


Retired as Vice-President and Eastern 
Manager Fireman’s Fund Indem- 
nity Six Years Ago 


Eugene F. Hord, who in May, 1934, 
retired from casualty insurance after 
spending four decades in that field, and 
who at time of his retirement was vice- 
president of Fireman’s Fund Indemnity 
in charge of the East, died suddenly 
Tuesday night while at the Hotel Wynd- 
ham where he had been spending the 





EUGENE 
Winter and early Spring. He had been 
one of New York’s most popular casualty 
managers. Since his retirement most of 
his time was spent at Armonk, N. Y., 
where he had his home. He had been 
in poor health for years, his condition 
growing worse in recent months. Funeral 
services are at 2 o'clock this afternoon 
(Friday) at Universal Chapel, Lexington 
Avenue, New York. 

Surviving him are Mrs. Hord and two 
Eugene Jr., and John, both of 
whom are connected with the Fireman’s 
Fund Indemnity eastern department. 

Mr. Hord entered the casualty busi- 
ness in 1897 as a stenographer with the 
Union Casualty & Surety, his initial 
work being in the claim department of 
that company. Later, he became a mem- 
ber of the Maryland Casualty claim de- 
partment in Chicago. He was made in- 
vestigator and had considerable exper- 
ience with coal and iron mine 
Next, he was made manager of the Chi- 
cago claim division, then transferred to 
New York as manager of the claim di- 
vision here. 

In 1910 Mr. Hord went with the 
Travelers to reorganize its investigating 
department in New York, later becom- 
ing head of its investigating and claim 
departments here. He returned to the 
Maryland Casualty in 1914 as its New 
York manager and his success attracted 
the attention of the Standard Accident, 
which company he joined in charge of 
its New York operations. When the 
Fireman’s Fund Indemnity was started in 
1930, Mr. Hord was placed in charge 
of its Eastern Department as vice-presi- 
dent. He resigned in May, 193, because 
of ill health and following a six months 
leave of absence he had in the hope of 
complete recovery. Richard V. Goodwin, 
who had been associated with Mr. Hord 
for many years, succeeded him. 


HORD 


sons, 


losses. 





To Conduct Workmen’s 
Comp. Probe in N. Y. 


$75,000 TO BE APPROPRIATED 


Ins. Superintendent in Charge, Aided By 
Special Staff; to Scrutinize Payroll 
Audit and Underwriting Practices 


Acting on a proposal from the New 
York Superintendent of Insurance the 
member companies of the Compensation 
Rating New York 
recently approved the appropriation of 
$75,000 to 
the workmen's 


Insurance Board of 


conduct an examination of 
compensation payroll 
audit and underwriting practices in this 
the carriers. 
This probe, under the general supervision 
Pink, 


staff yet to be 


state of various insurance 


of Superintendent will be con- 


ducted by a= special 
selected. 
When this 
came to a 
meeting of company officers was called 


situation, long brewing, 


head a few weeks ago a 
by Superintendent Pink and held in his 
o™“ce. There many angles to the prob- 
lem were discussed, and Mr. Pink indi- 
cated that Governor Lehman was taking 
a personal interest in the investigation. 
$75,000 ap- 


proved at this meeting to be furnished 


The appropriation of was 


by the Rating Board. The special inves- 
tigating staff, when appointed, will aid 
the New York Insurance Department in 
making the proposed examination. 


WOULD APPEAL LLOYD’S CASE 


Illinois Supreme Court Will Be Asked to 
Determine Right of London 
Group to Operate 

The Springfield law firm of Gillespie, 
Burke & Gillespie is perfecting an ap- 
peal to be filed with the Illinois Supreme 
Court in the London Lloyd's case, to 
determine whether Lloyd’s has the right 
to operate in that 
County Circuit Court has ruled that only 
the 
thority to question the right of Lloyd’s 
to operate in Illinois. This the 
Appellate Court affirmed that decision. 


state. Sangamon 


the Director of Insurance has au- 


year 


A petition for a rehearing was denied 
subsequently. The case was in the form 
of a quo warranto proceeding and sought 
to question the validity of a relicensing 


order issued to Lloyd’s by Director 
Ernest Palmer. 

The Sangamon County Court ruling 
sustained section 201 of the insurance 


code relating to rehabilitation and liqui- 
dation of insurance companies and which 
provides that “no order, judgment or 
decree enjoining, restraining, or inter- 
fering with the prosecution of the busi- 
ness of any company operating in Illinois 
shall be made or granted otherwise than 
on the petition of the Insurance Director 
represented by the attorney general.” 


N. Y. BREAKFAST PLANS 

The Accident & Health Club of New 
York through W. C. Jeffrey, Royal In- 
demnity, vice-president in charge of A. 
& H. Week and educational activities, 
has selected Joseph K. Dennis, Continen- 
tal Casualty, as committee chairman for 
its sales breakfast April 23. Serving 
with him are R. E. Rvan, Globe; J. J. 
Jackson, Standard Accident; F. J. Kramer, 
United States F. & G.; J. M. Boyle, Con- 
tinental Casualty. 


Insurance Men Told Of 
Daily Watch on Crime 


LA GUARDIA REVIEWS SITUATION 


President Harry F. Guggenheim of Citi- 
zens Committee on Control of Crime 
Here Host at Luncheon 


Robberies, burglaries and grand _ lar- 
cenies are showing sharp increase in 
New York City, a group of insurance 
men were told at a luncheon given one 
day last week at the Recess Club by 
Harry F. Guggenheim, president of the 
Citizens Committee on the Control of 
Crime in New York. During 1939 bur- 
glaries reached the highest point in ten 
vears, with an increase of 19% to 3,178. 
More than half of this increase came 
during the second half of the year. In 
this same period robberies showed an 
increase of 12%, and grand larcenies an 
increase of 59%, 

Insurance men who attended the lunch- 
eon, Mr. Guggenheim being the host, 
were James M. Haines, president of 
Association of Casualty & Surety Exec- 
utives; Claude W. Fairchild, the asso- 
ciation’s general manager; Martin W. 
Lewis, president of Towner Rating Bu- 
reau; George H. Reaney, president 
United States Guarantee; Richard V. 
Goodwin, vice-president, Fireman’s Fund 
Indemnity ; Norman R. Moray, president 
United States Casualty, and E. C. My- 
erle, broker. 

Mayor La Guardia sat in at the lunch- 
eon and gave interesting low-downs on 
the New York crime situation, stressing 
the necessity of constant surveillance of 
the situation. 


Origin and Work of Com:nittee 


The Citizens Committee on the Control 
of Crime in New York was organized in 
1936 as a collateral result of the Dewey 
prosecution of industrial rackets. It has 
been keeping day-by-day watch since 
July 1, 1937, over the incidence of crime 
in New York City and the activities of 
the police, the prosecutors and the crim- 
inal courts in dealing with that situation. 
It is the first agency ever to establish 
and maintain such a check on conditions 
in the city as a whole. Heretofore, the 
only city-wide data have had to do with 
the police alone, and such reports as 
did come from the district attorneys and 
the courts had to do with each county 
separately. With no common standard 
and no common form the picture they 
offered was neither complete nor de- 
tailed. The Citizens Committee’s records 
and reports have changed that entirely. 

It was at the instigation of Mayor La 
Guardia that the committee was organ- 
ized. Three of the grand juries which 
had worked for Dewey had handed up 
presentments urging the formation of 
such a body. On the strength of those 
presentments the Mayor had invited a 
group of prominent public spirited citi- 
zens to meet with him at the Summer 
city hall in August, 1936. After discuss- 
ing the situation he left the room and the 
work of organizing the committee started. 


Watch Details Closely 


Mr. Guggenheim told the insurance 
men that the committee’s records cov- 
ered every felony offense reported to 
the police during the past thirty-two 


months, and every official action taken 
in connection with it to final disposition 
in the courts. The names of the de- 
tectives, magistrates, assistant district 
attorneys, defense attorneys and judges 
concerned all are parts of the records, 
as well. In the files of the committee 
at No. 50 Lafayette Street are the rec- 
ords of 19,007 completed felony cases, 
and of 6,000 others not yet finally dis- 
posed of. The file of defendants, in- 
cluding prior records, embraces 39,790 
persons, 
Officers of Committee 

Lee Thompson Smith, who was fore- 
man of the “runaway” Grand Jury which 
brought about the Dewey prosecutions, 
is first vice-president of the Citizens 
Committee. George Z. Medalie is sec- 
ond vice-president; Artemus L. Gates, 
president of the New York Trust Co., 





Boomed for Director of 


United States C. of C. 


W. E. McKELL 

W. E. McKell, vice-president, Amer- 
ican Surety, president, New York Cas- 
ualty, and director of Canadian Surety, 
affiliated company in the group, is be- 
ing boomed by the New York Board of 
Trade as the representative of insur- 
ance on the directorate of the Chamber 
of Commerce of the United States. The 
New York board in putting Mr. McKell’s 
name up as a candidate (election takes 
place at the Chamber’s annual meeting 
next month) does so with the unanimous 
approval of its membership. His qualities 
of leadership have long been recognized. 
Mr. McKell served in 1939 as president 
of the New York board, declined re- 
election, and is now chairman of its 
board. 

Marshall Questioned Upon 
Dover Casualty of A. G. & E. 

Desire on the part of the Associated 
Gas & Electric system to reduce insur- 
ance costs prompted formation of the 
Dover Casualty Co., according to Henry 
P. Marshall, president, Brown, Crosby 
& Co., Inc., New York insurance brok- 
ers, which handles business for the A. 
G. & E. system. Testifying before a 
Federal Power Commission examiner in 
Washington on Tuesday Mr. Marshall 
said the Dover was formed in 1931. At 
present the company’s business consists 
of reinsuring part of the liability as- 
sumed by other carriers on A. G. & E 
risks. 

\ question was asked on how com- 
missions were divided between the Dover 
and other insurers. It was not an- 
swered as the question was ruled out. 
The premium paid to the primary re- 
insurer covers the reinsurance costs and 
the total costs to the utility companies. 


HAWLEY 30 YEARS WITH AETNA 

John S. Hawley, secretary to Morgan 
RB. Brainard, president of Aetna Life 
\ffiiliated Companies, observed his thir- 
tieth anniversary with that organization 
March 18. In 1910 he was secretary to 
J. M. Parker, then secretary of the 
accident department. After the war he 
worked for Mr. Brainard. 


A. E. MEZEY VACATIONING 
Albert E. Mezey, who runs Mezey In- 
surance Underwriters in New York and 
Brooklyn with his brother, Alexander, 
leaves today with his wife for a three 
weeks’ vacation at Miami Beach, Fla. 





ig treasurer, and W. P. Beazell, secretary 
and executive director. 

Among the directors of ,the Citizens 
Committee of Crime in New York City 
is Vincent Cullen, president of the Na- 
tional Surety Co. 
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Wm. I. Baxter Picked For 
Head Office Claim Post 


IN NEW ENGLAND CASUALTY 


Resigns From Continental Casualty to 
Start New Work March 25; Substan- 
tial Background in Claims Work 
The New England Casualty, recently 
organized casualty affiliate of the Spring- 
field Group of companies, announces the 
appointment of William I. Baxter of 


WILLIAM I. BAXTER 


New York City as superintendent of its 
head office claim department starting 
March 25. Mr. Baxter, popularly known 
in casualty claim circles, resigned from 
the Eastern department of the Conti- 
nental Casualty to take his new post. 
He will locate in Springfield, Mass. 

His career started with the Ocean Ac- 
cident & Guarantee following World 
War service from 1917 to 1919. With 
the Ocean Mr. Baxter did claim work 
in New York, resigning in 1922 to join 
the Union Indemnity’s Eastern claim de- 
partment. That company made him as- 
sistant superintendent of claims in 1926, 
and superintendent in 1929. He remained 
in this post until the Union was retired 
in 1933. During this time Mr. Baxter 
directed the Union’s claim department 
activities throughout sixteen states ser- 
viced by its Eastern department, which 
pea as a home office. 

During 1933 Mr. Baxter was with the 
New York Insurance Department as 
claim supervisor in its liquidation bu- 
reau. He then joined the Bankers In- 
demnity as assistant claim manager. In 
1935 he was appointed by the Pacific 
Mutual Life as claim representative in 
the Eastern claim department non-can. 
division. His Continental Casualty con- 
nection began in 1936 at the home o ce 
in Chicago, from which he was trans- 
ferred to New York during 1937, where 
he has been up to this time. 

Ir. Baxter is a member of the Casu- 
alty & Surety Club of New York, F. & 
\. M., Insurance Square Club, first vice- 
president, New York Accident & Health 
Club, and first vice-commander, Insur- 
ance Post No. 1081, American Legion, 
New York. 


Virginia Auto Rates Cut 


_A substantial cut in Virginia automo- 
hile rates was indicated March 19 when 
stock and = mutual companies writing 
or injury and property damage filed 

vith the State Corporation Commission 
new schedules based upon experience 

since 1935. The companies proposed a 
reclassification of private passenger cars 
that will assure a 15% cut in rates on 
those cars and similar reductions on com- 
mercial vehicles. A new rating plan sug- 
rested takes into consideration that some 
issenger cars are not operated as much 


as others. 


New York Federation 
In Membership Drive 


WILL BE CONDUCTED IN MAY 





Each County To Be Organized; Ashley, 
Dull, Wadsworth, Choate .and 
Others Participating 


The isonberie drive which the In- 
surance Federation of the State of New 
York is organizing was put before the 
Casualty Managers Association of New 
York at its monthly luncheon meeting 
March 13. The subject was introduced 
by Charles S. Ashley, Jr.,. Maryland 
Casualty’s resident manager, who is 
chairman of the association. He turned 
the meeting over to F. N. Dull, Conti- 
nental Casualty vice - president, who is 
chairman of the Federation’s executive 
committee. The casualty managers were 
given detailed information as to the con- 
structive work being done by the Federa- 
tion particularly along legislative lines 
and among the speakers were the fol- 
lowing membe rs of the membership drive 
committee: 

Harry H., Wadsworth, Syracuse, gen- 
eral agent, Aetna Life; Ray S. Choate, 
vice - president American Automobile, 
who is chairman of the drive; William 
Thompson, manager New York City 
casualty department, Globe Indemnity 
and vice-chairman in charge of Greater 
New York; Leonard L. Saunders, Al- 
bany, executive secretary of the Fed- 
eration, and James R. Garrett, National 
Casualty’s eastern manager for A. & H. 


\bout forty persons were present. Mr.. 


Saunders spoke of what the Federation 
is doing on legislation and education and 
reviewed some of the bills now being 
considered by the legislature. Mr. 
Thompson, who has charge of the cas- 
ualty end of the drive, outlined his plans 
and gave some strong reasons why the 
casualty business should stand behind 
this drive 100%. Mr. Choate also talked 
on plans and said that April will be 
devoted to preparation and education of 
the various committees which will be 
appointed in every county. The actual 
drive will take place in May. 

Mr. Ashley closed the meeting by 
pledging his wholehearted support, and 
that of the Casualty Managers Associa- 
tion, toward the achievement of the fed- 
eration’s goal which is to increase the 
membership to 50,000. Mr. Ashley said 
that he had been president of the Massa- 
chusetts federation and is thoroughly 
familiar with the necessity for a solid 
front against the many attacks on the 
business of insurance. 


Palmer of Illinois Holds 
Auto Fleet Rate Meeting 


Called at the suggestion of State In- 
surance Director Ernest Palmer a con- 
ference of fifty auto liability insurance 
men and representatives of rating bu- 
reaus neared conclusion at Springfield, 
Ill., Wednesday. Presented at the con- 
ference, which opened Tuesday morning 
were views on question of auto fleet 
rates, particularly as to trucks, and other 
auto liability insurance questions. 

Newsmen were barred from the ses- 
sions, and neither the insurance men nor 
Department officials would discuss is- 
sues at stake, The Department said, 
however, that all suggestions or plans 
advanced would be pondered carefully 
before final action affecting auto insur- 
ance in Illinois is taken. The Depart- 
ment said it will be a few days before 
any disclosures are made. 

The conference adjourned shortly after 
noon on Thursday and at its conclusion 
the Illinois Department issued the fol- 
lowing statement: 

“We have completed our discussions of which 
stenographic notes were taken. These notes will 
be studies by us and the studies will determine 
whether any new regulations or rules are neces- 
sary for better administration of rate methods. 
The discussions were confidential and no an 
nouncement will be made until we have com- 


pleted our studies.” 


Diversified Program at 
N. C. Insurance School 


HELD MAR. 18-20 AT CHAPEL HILL 


State Agents Ass’n and University Spon- 
sored Event; Classes from 10 A. M. 
to 10 P. M.; S. G. Otstot Presided 

The second annual stock insurance 
school at Chapel Hill, N. C. put on 
jointly this week by the North Carolina 
Association of Insurance Agents, Inc. 
and the University of North Carolina, 
was a success both in the quality of the 
instructors and the program which ex- 
tended over three days, March 18-20. 
Welcomed by Samuel J. Fisher of Ashe- 
ville, president of the state association, 
and Frank P. Graham, president of the 
university, the first day’s speakers in- 
cluded the following: 

W. D. Carmichael, Jr., comptroller of 
the university, speaking on “Stock In- 
surance Economy”; Clarke Smith, Royal- 
Liverpool Groups, “Streamlined Insur- 
ance Analysis and Surveys” ; Manley 
Stockton, Hartford Fire, “Instalment 
Sales and Instalation Policies”; F. L. 
Templeman, Maryland Casualty, “Per- 
sonal Accident Insurance”; B. Conway 
Taylor, United States F. & G., “Blanket 
Residence Liability.” Making a second 
appearance Mr. Stockton discussed motor 
truck cargo insurance carriers and own- 
ers. 

That evening the students met for 
a 7 to 10 p.m. session with four subjects 
up for discussion; John F. Young, IJr., 
American of Newark, “The Fire Insur- 
ance Contract”; Norman B. McCulloch, 
Globe Indemnity, “The Successful Seller 
of Insurance”; R. W. Forsythe, Indem- 
nity Co. of N. A. on “Workmen’s Com- 
pensation Insurance.” 

Tuesday morning’s class started with 
T. G. Linthicum, America Fore Group, 
speaking on “Fire Insurance from the 
Engineering Standpoint.”. Then came 


“Miscellaneous Coverages (fire)” 


an automobile liability talk by Homer 
D. Sherwood Travelers; a_ personal 
property floater talk by E. Dana Johnson 
of Wm. H. McGee & Co., Inc., and the 
always welcome discourse ‘by Oscar Bel- 

ing, Royal Insurance Co., on “Agency 
Office Management and Routine.” The 
afternoon was devoted to automobile F. 
& T. insurance by F. C. Clement, Jr., 
Insurance Co. of N. A.; “Fidelity Bonds 
from a Sales Viewpoint” by Fred C. 
Robertson, Fidelity & Deposit in Rich- 
mond; and O. L. & T. public liability by 
J. L. Barter, Hartford A. & I 

The evening session featured a motion 
picture on “Inland Marine” put on by 
E, Dana Johnson; boiler, machinery and 
business interruption by D. W. Little, 
Hartford Steam Boiler. 

The final morning’s program brought 
to the platform J. D. Williams, United 
States F. & G., who discussed court and 
fiduciary bonds; John F. Young, Jr. with 
; Homer 
D. Sherwood’s talk on burglary, robbery 
and holdup coverage, and Carl T. Hyre, 
Fidelity & Casualty, on “Contract 
3onds.” Commentators at the sessions 
were Clarke Smith, for fire and allied 
lines; Homer D. Sherwood, for casualty- 
surety lines; and Norman B. McCulloch 
for bonds. Presiding officer was S. G. 
Otstot, executive secretary, North Caro- 
lina association. 





Tower Casualty Co. Being 
Formed in Indiana 


A group of Indiana business men have 
filed official notice of their intention to 
organize what is to be known as the 
Tower Casualty Insurance Co. Articles 
of incorporation will be presented to the 
department of insurance before the end 
of March. The backers include: William 
D. Egly, Fred G. Coffield, William J 
O’Leary and Frank Palmer, Jr., all of 
South Bend, and Roy W. McIntosh of 
Indianapolis; James B. Morehead of 
Chicago and Harlan E. Orr of Ply 
mouth, Ind. 





Mievinnd Casualty’s Advertising 
Gets High Praise in ‘Trade Paper 


Insurance advertising is receiving in- 
creased recognition of its merit by high 
class advertising trade magazines. This 
was evidenced by a four page spre ad de- 
voted to the Maryland Casualty’s adver- 
tising by “Advertising and Selling.” In 
its March issue that publication carried 
seven illustrations of Maryland Casualty 
magazine advertising. Telling how the 
advertisements were well adapted to their 
job of getting across the need for insur- 
ance protection, Advertising and Sell- 
ing’s article pointed out: 

“Even if the statement ‘Unforeseen 
events need not change and shape the 
course of man’s affairs’ were omitted 
from Maryland Casualty ads, pictorial 
versions of the slogan, seen on these 
pages, would probably get it across in- 
dependently. With a cold, unemotional 
product, casualty insurance and surety 
bonding, Maryland makes heavy use of 
dramatic human situations. Pictures are 
selected that leave the force of the 
message to the reader’s imagination. 
Headline and copy go to elaborate the 
central illustration idea. 

Reader Response Consistently High 

“Reader response is said to be con- 
sistently high. One ad of the series 
pulled unsolicited requests for over 2,- 
000,000 reprints, chiefly from organiza- 
lions interested in safety. To get the 
reader's attention, ‘props’ of all kinds 
are used, including: Indian war bonnet, 
doll carriage, antique powder horn, hobby 
horse, burglar’s jimmy, child’s crib, hand- 
cuffs, clectioneering signs, child’s veloci- 
pede, running rainspout. Models are 
anything but routine, and bears as well 
as children have played before the 
camera.” 

Included in the illustrations was the 
photograph showing two trapeze artists 
in action, shot through a safety net. 


This picture received the first award 
in the National Photographers Asso- 
ciation competition. The magazine arti- 
cle also showed by illustration the dif- 
ficulties encountered in obtaining photo- 
graphs for some of the advertisements. 
One featured a live bear peering around 
a tree; the other a_ snowball rolling 
downhill. To obtain the bear picture it 
was necessary to borrow from the 
World’s Fair a live bear. He was bribed 
with a can of honey. Fifty photographs 
were taken, of which only a few were 
suitable. The picture of the large snow- 
bal rolling downhill was obtained by 
setting up a miniature movie set in the 
New York studio of Mac Ball, photo- 
grapher. The snowball which appears 
to be several feet high in the advertise- 
ment, was in fact about the size of a 
baseball, consisting of a ball of cotton 
covered with artificial snow. 
Maryland’s ads have won six awards 
in various national competitions. David 
C Gibson is vice-president and director 
of advertising for Maryland Casualty 


Bach and Lowndes F. & D. 


Executive Committeemen 


The Fidelity & Deposit has re-elected 
all officers and directors. Frank A. Bach, 
second vice-president and supervising 
underwriter of F. & D., and W. Bladen 
Lowndes, Ir., first vice- president, Fidel- 
ity Trust Co. of Baltimore, were elected 
members of the executive committee fill 
ing vacancies. ‘ 


SLATTENGREN ON COAST 
G. B. Slattergren, vice-president, Sea 
board Surety, is on a three weeks’ trip 
to the Pacific Coast, accompanied by 
Mrs. Slattengren. 
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Travelers Companies 
Pay Billion Dollars 


TEN YEARS POLICY BENEFITS 
More People Raced in More Ways; 
Automobile and Group Insurance 


More Widely Accepted 





In its new Year Book for 1940 the 

Travelers companies point out that they 
have paid more than a billion dollars to 
policy holders and beneficiaries under pol- 
icies during the last ten years. The 
xact total is $1,047,155,588 and it re- 
quired the issuance of 9,479,979 checks 
and drafts. Commenting on these pay- 
ments the companies say that in 1939 
substantial progress was made toward 
expanding the protection of insurance 
over more people in more ways. There 
was especially good growth in the num- 
ber of automobile owners carrying lia- 
bility insurance and the eas i of cor- 
poration employes covered for life, ac- 
cident and sickness insurance under 
Group policies. 

The expansion in the automobile insur- 
ance field was no doubt the result of 
reduced prices. Between the safe driver 
reward plan and the classification rat- 
ing plan substantial reductions were 
made in premiums, so substantial in fact, 
that the materially increased number 
of policyholders in 1939 paid less for 
their insurance than did the smaller num- 
ber insured the preceding vear. 

More Group Policies 

The good growth in Group insurance 
can be attributed to better earnings in 
industry and commerce, in the Travelers’ 
opinion. Whenever business has shown 
good balance sheets there has been a 
good increase in the number of corpora- 
tions providing the protection of life, 
accident and sickness insurance to em- 
ployes under Group policies where the 
cost is borne partly by the employer and 
partly by employes. 

The demand for this form of coverage 
enabled the company to write a substan- 
tial number of risks amounting to $264,- 
960,800. The total of new Group life 
paid for, including additions and in- 
creases, was $589,056,000, the highest 
amount reached during any year. This 
production created three other all-time 
highs: 1,315,116 employes insured, an in- 
crease of insurance in force of $323,801,- 
000 and a total volume in force of $2,- 
184,109,000. Under Group accident and 
sickness cover, there was an increase 
in total paid premiums of $1,229,855. 


Heinrich Deplores Waste 


In Accident Prevention 
Much effort is being misdirected and 
wasted in accident prevention work, 
cording to H. W. Heinrich, assistant su- 
perintendent of the Travelers engineer- 
ing and inspection division, who lectured 
last month to students of New York 
U niversity’s Center for Safety Education. 
“The task of formulating safety pro- 
grains is made difficult because of a 
wide variety of procedures and because 
in the average accident few of these 
procedures can be employed at one time 
by one organization. The selection by 
industrial executives and safety engi- 
neers of methods and procedures is too 
often the result of mere personal pref- 
erence or blind guess and is therefore 
seldom as effective as it should be. 
“Only confusion can result if terms are 
confused and an “accident” is thought of 


ac- 


as a combination of circumstances and 
events including the object or part of 
. . i 

object involved, its use or handling, the 


operation or work done by the injured 


person, the unsafe act of a person, the 
defective condition of an object, the ac- 
cident itself and the injury too.” If sim- 


plification and clarity are to be achieved, 
he insisted, the accident must be isolated 
from other factors. 

His definition of an accident was stated 
as “an event in which the action or 
movement of a person and/or an object 
or substance, either in whole or in part, 
immediately precedes and results in, or 
probably will result in, a personal in- 
jury.” 


F. W. Selsor Speaks 
On Fidelity Bonds 


BEFORE MONROE C. OF C. GROUP 
Claims Attorney fer Fidelity & Casualty 
Shows How Businessmen Neg- 
lect Own Interests 


F. W. Selsor, claims attorney for the 
Fidelity & Casualty, spoke before the 
Monroe (N. Y.) Chamber of Commerce 
March 20 on the value and importance of 
fidelity bonds. He pointed out that while 
business men are well aware of the need 
for fire insurance and allied coverage, 
they tend on the whole to overlook the 
importance of bonds in their commercial 
life. Businessmen study market condi- 
tions, effects of possible adverse legisla- 
tion, competitors’ methods, etc., but often 
do not take the same precaution to pro- 
tect themselves against dangers which 
threaten their business from the inside. 

Mr. Selsor urged that business men 
should not take the risk themselves but 
should pass it over to the surety com- 
panies who will assume it for them at a 
nominal cost. He noted that surety com- 
panies pay out approximately $20,000,000 
a year in defalcation and that 
bonding is the only system that has thus 
far been devised which will properly 
protect the business. 

Reflection on Character 

Mr. Selsor said that sometimes busi 
nessmen give as a reason tor not want- 
ing to bond employes that the impres- 


losses 


sion of reflection on their character 
might be conveyed. Such a thing is 
farthest from the truth, as an employe 


who is able to secure a bond has proof 
of qualifications of the highest possible 
type Nevertheless, even these bonded 
employes can and do go wrong and the 
most careful previous investigation could 
not make it possible to predict in ad- 
vance those who would do so, it being 
wholly a matter of circumstance and the 
individual’s resistance to temptation, 
something which no surety company or 
individual employer could fully and ac- 
curately gauge in advance. 


SELSOR MINNEAPOLIS SPEAKER 


Claims Attorney for Fidelity & Casualty 
Gives Sales-Minded Talk on Fidelity 
Bond Experience 

Frederick W. Selsor, claims attorney 
for Fidelity & Casualty, was speaker at 
the Minnesota Insurance Agents Asso- 
ciation meeting recently in Minneapolis. 
His subject was fidelity claims. A portion 
of his talk was devoted to overcom- 
ing objections by agents and brokers on 


the part of prospective purchasers of 
fidelity bonds. He said: “You will 
invariably run into the objection that 


the employes have long been in the ser- 
vice of the organization and do not need 


to be bonded. This has been proved 
erroneous many times. Some of the 
largest defalcations have come about 


through the activities of just such old 
time trusted employes. You will also 
be told that the employer feels, and 
thinks that his employes will too, that 
bonding reflects on their character. This, 
of course, is also farthest from the 
truth.” 

It is the experience of surety compa- 
nies, the speaker said, that when an em- 
ploye knows he is bonded it acts as a 
check when temptation comes. Unbond- 
ed, employes are more apt to think that 
they can “get away with it.’ 


Automobile Has Developed Insurance 
Market, Says Miller McClintock 


The automobile operating public as an 
insurance market and the effect of the 
automobile problem on the insurance 
business, was featured by Dr. Miller Mc- 
Clintock addressing the Insurance Ad- 
vertising Conference in New York re- 
cently. He is dirgctor of the Traffic Audit 
3ureau, Inc., New York, and the traffic 
research bureau of Yale University; an 
outstanding authority on automobile ac- 
cident prevention. 

Dr. McClintock said the industrial rev- 
olution in this country produced the 
change in social economy that gave to 
insurance its vital significance in modern 
life. The subsequent automotive revo- 
lution brought increasing necessity for 
the individual to provide himself with 
such assurance against disability or death 
as might be necessary to provide rea- 
sonable protection to the immediate 
members of his family. 


Two Classes Exist 


The automobile has also thrown into 
society a new hazard. In volume, this 
hazard is, of itself, sufficient to cause 


a substantial increase in the demand for 


insurance. What Dr. McClintock called 
the automotive market for insurance has 
developed. He continued: 


“There is very good reason why those who 


are selling imsurance should give some special 


consideration to an what 
called the 


to draw a single, 


analysis of 
market. If 
rough dividing 


accurate 


may be automotive one 


were line be- 


SPEAKERS ON SAFETY 


. F. Hammond, Edward R. Granniss, 
A. W. Whitney and Kenneth Beadle 
On Various Programs 

The following speaking and field en- 
staff the 
Association of Casualty & Surety Execu- 
tives are Harold F. Ham- 
mond, traffic division director, National 
Conservation Bureau, spoke March 13 on 
“Engineering for Traffic Safety” before 
the forum of the Center for Safety Edu- 
cation, New York University. A. W. 
Whitney, consulting director of the bu- 
reau, attended a luncheon meeting of the 
executive committee, Research Council 
on Problems of Alcohol in New York 
March 12. He also “sat in” March 18 
at the executive committee meeting ol 
the National Safety Council in New 
York. 

Edward R. Granniss, industrial engi- 
neering director of the bureau, will spe ak 
March 25 on “Safety Engineering” ata 
meeting of the Hudson County Safety 
Council in Jersey City. 

Mr. Hammond also spoke on traffic 
engineering at Rutgers University March 
14, his talk there being the third of a 
series of ten lectures he is giving under 
auspices of Rutgers University Bureau 
of Public Safety. Mr. Hammond also 
attended a meeting of the sub -com- 
mittee, Safety Glass Code, American 
Standards Association, at Washington 
March 18. Mr. Granniss will speak at 
the annual meeting of the Connecticut 
State Safety Conference at Yale Uni- 
versity March 27. Kenneth Beadle will 
address the annual eastern conference 
of the American Association of Health, 
Physical Education & Research, at Bos- 
ton March 28. 
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tween that group of citizens economically capa- 
acquiring insurance in some volume and 
incapable, or at least less 
capable, of providing themselves with such pro- 
the analyst could not do much better 
than to place the first 
class and non-owners in the second class. Thus 
the automotive revolution has created an almost 
automatic 


ble of 


those who were 
tection, 
automobile owners in 


market for insurance, both because 


a need and through a more or 
the 


of creation of 


less automatic classification of more eco- 


nomically capable prospects. 


Consumer Movement 

“Much of the may be sum. 
marized in a term, ‘the consumer movement.’ 
it has created a need, as never before, for the 
intelligent leaders of American business to 
their thinking, to clean their own 
and to interpret in clear and unmistak- 
terms the practices, policies and objectives 
The next decade must 
be devoted primarily to the problems of inter- 
the best 


current unrest 


clarify own 
houses 
able 
of American business. 


pretation in broadest and sense of 


public relations.” 

In closing he said: “It is also impor- 
tant that this same market is composed 
of those persons who, because of their 


relative economic ability, are not only 
most capable of acquiring and enjoying 
the benefits of insurance but also, be- 
cause of their economic position, are 
most likely to be sympathetic to an 
honest and frank interpretation of in- 


surance as a socially valuable function 
under the control of private business en- 
— 


eatiaene ane Adds 
To Pacific Coast Service 


The Employers’ Group announces es- 
tablishment of a Washington se rvice de- 
partment in Seattle, and an Oregon 
service department in Portland. Both 
changes will be effective in April and 
both departments will be under the gen- 
eral supervision of William Wittkoff, re- 
cently appointed resident manager of the 
Pacific Coast department. 

The Washington department will be 
under the direct management of Joseph 
J. Geraghty who became associated with 
the Colorado department of the Em- 
ployers’ group in Denver in 1929. After 
training there as an underwriter he be- 
came special agent traveling that terri- 
tory and a year ago was promoted to 
agency supervisor, being responsible for 
Colorado, Wyoming and Montana. He 
is now promoted to manager of the 
Washington service department. 

The Oregon department will be man- 
aged by Norbert W. Hart who, after 
graduation from Notre Dame, became 
associated with the Illinois department 
of the Employers’ Group. He was trans- 
ferred to the Pacific Northwest depart- 
ment in 1937 as special agent. He is 
now promoted to manager of the Oregon 
service department. 


STATEMENT BY LUMBERMENS 





James S. Kemper’s Company Reaches 
New High Marks in Several Items 
Of Financial Condition 

Substantial gains were made in a num- 
ber of important items of the (Ameri- 
can) Lumbermens Mutual Casualty of 
Illinois, of which James S. Kemper is 
president. Earnings, premium income, 
assets, surplus and dividends paid to 
policyholders each reached a new high 
for the company. E arnings in 1939 were 
$6,408,642, an increase of $624,975. Net 
premiums written were $27,458.306, a gain 
of $546,627. Assets were up $3,901,248 to 
$38,073,226 and the surplus gained $331,- 
946 to $5,000,000. Dividends paid policy- 
holders increased $35,841 to $4,781,726. 
The liabilities as published by the com- 
pany are: Reserve for losses not yet 
due, $17,380,780; for unearned premiums, 
$8.938.003; for taxes and expenses, $3,- 
021,490: for dividends and unassigned 
funds, $2,319,718 ; special reserve, $150,- 
794; for contingencies, $1,000,000; total 
liabilities and reserves, $32,810,786. 
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Keener Interest Than Ever Before in 
Accident & Health Week Observance 


Keener interest than ever before is 
being shown in the sixth annual Acci- 
dent & Health Insurance Week, to be 
observed nationally during the week of 
April 22-27. Reports received by Harold 
R. Gordon, executive secretary, Health 
& Accident Underwriters Conference and 
chairman of the general committee on 
arrangements reveal that local associa- 
tions from coast to coast are completing 
plans for enlisting concerted effort to- 
ward making the week an outstanding 


one. 
Innovations 


The General Committee’s scheme of 
operation this year includes a number of 
innovations from the programs of re- 
cent vears. Chief of these are enlisting 
local associations to spread A. & H. in- 
formation over the radio, tying in local 
broadcasts on educational hours; public- 
ity in local newspapers; display windows 
in 2,000 drug stores and inviting coopera- 
tion and aid from other insurance groups. 

3reakfast, luncheon or dinner meetings 
are planned by nearly all local associa- 
tions and the public will be invited to 
attend. They will be told what accident 
and health insurance does toward pro- 
tecting earning power. The General 
Committee will again award cards to 
producers who attain certain achieve- 
ments for the week in new _ business. 
Special kits and sales aids have been 
prepared, designed to be of assistance 
in the week’s special drive. 

26 Associations Participating 

Taking part in local observances will 
be some twenty-six associations. These 
are from Boston, New York, Newark, 
Atlanta and Jacksonville, Fla. on the 
East coast across the continent to Los 
Angeles, San Francisco, Seattle and Port- 
land on the Pacific Coast. Recently 
formed local associations are finding A. 
& H. Week a valuable medium for bol- 
stering their membership and for creat- 
ing interest. Boston, Newark, Little 
Rock, Atlanta, Youngstown, Akron, Lan- 
sing, Michigan are new local groups, 
which have informed the committee of 
their plans, 

A number of associations have ar- 
ranged to broadcast an accident and 
health story. In Chicago, over station 
WAAF on Sunday, April 21, there will 
be a “kick-off” broadcast for the national 
celebration. This will be a round table 
discussion with Chairman Harold R. 
Gordon, Robert B. Kegley of Moore- 
Case-Lyman & Hubbard, who is presi- 
dent, Chicago Accident & Health Asso- 
ciation, and Don Compton, Provident 
Life & Accident, chairman of the Chicago 
committee, taking part. 

The San Francisco association is co- 
operating with Guy MacDonald, insur- 
ance editor for the Chronicle, that week 
in the Safety Council broadcast. In 
Jacksonville where Cecil B. Lowe is 
chairman for the week, a broadcast over 
a Florida hookup has been arranged. 
Displays of wrecked automobiles will also 
be shown on the streets. Merchant 
sponsored A. & H. ads will appear in 
newspapers as well as tie-ins during the 
week of local advertising of stores and 
banks, 

Imposing Array of Speakers 

The array of speakers who have been 
secured for breakfast, luncheon, and 
dinner meetings during the week is un- 
usually imposing. At Indianapolis Paul 
Speicher, managing editor, Insurance 
Research & Review Service, will speak 
at the breakfast April 22. Jacksonville 


promises to get away to a flying start 
that same day with George F. Manzel- 
mann, vice-president, North American 
\ccident, speaking at a luncheon. 

Program announced by the Salt Lake 
City Accident & Health Club reveals 
Julian A. Bamberger as chief speaker 
and special guests of honor include 
Governor Blood, Mayor Jenkins and C. 
Clarence Neslen, Utah insurance com- 
missioner and president, National Asso- 
ciation of Insurance Commissioners. 

The breakfast at Chicago, April 23, 
will have 700 in attendance. The three 
speakers are Charles J. Zimmerman, 
C. L. U., president, National Associa- 
tion of Life Underwriters; Clark Nolan, 
president, Insurance Brokers Association 
of Illinois; and Ralph A. Ferson, assist- 
ant secretary, Hartford Accident. 

Governor C. L. Olson of California will 
issue a proclamation for Accident & 
Health Week and Mayor Bowron of Los 
Angeles will do the same. 

The original allotment of 1,000 sets of 
window displays was absorbed shortly 
after the first announcement was sent 
out from the General Committee offices. 
An order for a second printing of 1,000 
sets has been placed. So many compa- 
nies are receiving requests from local 
agents for quantities that this lot also 
will be insufficient to meet the demand. 
The window displays have been prepared 
through the cooperation of the advertis- 
ing and promotion department of the 
Bauer & Black pharmaceutical company. 

Pensonnel of the general committee follows: 
Harold R. Gordon, chairman, and F. B. All- 
dredge, Occidental Life; Earl Brink, Mutual 
Benefit Health & Accident; Robt. A. Cavenaugh, 
Illinois Commercial Men’s; G. V. Chandler, 
General Accident; W. B. Cornett, Loyal Pro- 
tective, and president National Accident & Health 
Association; C. H. Davis, Pacific Mutual Life; 
Rex Edmunds, Fidelity Health & Accident; E. H. 
Ferguson, Great Northern Life; R. A. Ferson, 
Hartford Accident; H. O. Fishback, Jr., North- 
ern Life; E. B. Fuller, Loyal Protective; C. 
Norman Green, Hoosier Casualty; Thos. Hook, 
Standard Accident, president, Bureau of Per- 
sonal A. & H. Underwriters; G. R. Kendall, 
Washington National; W. E. Kipp, Indemnity 
Insurance Co. of N. A.; C. E. Miller, Massa- 
chusetts Bonding; R. L. Paddock, Time Insur- 
ance; F. A. Post, Accident & Health Review; 
James E. Powell, Provident Life & Accident, 
president, H. & A. Underwriters Conference; 
Harry Prevost, United States F. & G.; J. W. 


Scherr, Jr., Inter-Ocean Casualty; H. P. Skog- 


lund, North American Life & Casualty; J. M. 


Smith, Continental Casualty; Robt. J. Walker, 
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Complete Brokers Service With a Friendly Atmosphere 








General 


BENJAMIN ALTMAN AGENCY, Inc. 


EASTERN LIFE INSURANCE CO. OF NEW YORK 
Low Cost Non-Participating Life Policies 


Agents 








THE DOWNTOWN AGENCY 
MUTUAL BENEFIT HEALTH & ACCIDENT ASS’N. 


Non-Cancellable Health and Accident and complete Hospitalization Contracts 











America’s Oldest 
sively Accident and Sickness Insurance 


Company. 


Over $28,000,000.00 paid to Disabled Pol- 
icyholders or their Beneficiaries. 


i] Operates in 47 States and the District of Collen 


| We invite inquiry from agents 
interested in increasing their 
earnings through the sale of 
Accident and Sickness Insur- 











116 John St., N. Y., Grade and Second Floors 
Telephones COrtlandt 7-2283-4-5 











ASSOCIATED HOSPITAL SERVICE 


New York Area Assets $4,198,220; Sur- 
plus, $1,651,249; George S. Van 
Schaick a Director 

Associated Hospital Service of New 
York is paying more than $8,000,000 for 
hospital care for subscribers. Since it 
was established five years ago hospital 
bills totaling more than $16,000,000 have 
been paid. The Associated Hospital 
Service of New York is the largest of 
sixty non-profit hospital plans through- 
out the United States. Enrollment in the 
New York area is 1,350,000 persons. As- 
sociated Hospital Service in New York 
has $4,198,220 admitted assets, a surplus 
of $1,651,249. George S. Van Schaick, 
former Superintendent of Insurance, is 
a director. 





NEW HEALTH INSURANCE BILL 


U. S. Senator Henry C. Lodge’s Measure 
Gives $40 a Year in Doctors’ and Hos- 
pital Expense to Jobless Workers 


In opposition to Senator Robert F. 
Wagner's Federal health insurance bill, 
legislation was introduced in the U. S. 
Senate on March 19 by Senator Henry 
Cabot Lodge, Republican of Massachu- 
setts, to provide a health insurance pro- 
gram as part of the social security sys- 
tem. As an alternative to Senator Wag- 
ner’s bid for $10,000,000 to build hospi- 
tals the Lodge measure would provide 
a maximum of $40 a year for doctors’ 
bills and hospital expenses to be made 
available to any unemployed worker who 
has contributed to the social security 
through payroll taxes. 

Such payments, the bill stipulates, 
would be made out of the old-age re- 
serve fund and would not aggregate more 
than $15,000,000 in 1940, Senator Lodge 
estimated. Furthermore, Federal funds 
would be made available for the pur- 
chase of expensive medicines which oth- 
erwise could not be furnished to needy 
patients. 





Insurance Advertising Conference; W. L. Wes 
ner, Commercial Casualty; James N. Whitaker, 
Liability; W. Frank White, Globe 
3 L. W. Winslow, Fireman’s Fund 
yr; T. R. Wyles, Jr., S dard Acci- 
O. F. Davis, Illinois Bankers Life. 
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and Largest Exclu- 


Ask us about our liberal Daily 
Income Plan; it includes Time 
Indemnity and Hospitalization. 
It costs as little as $2.00 a 
Month. 


G. F. Manzelmann, Vice President 


NORTH AMERICAN ACCIDENT 
INSURANCE COMPANY 


209 South La Salle Street, Chicago, Illinois 


Personal A. & H. Bureau 
Convention Plans Made 


ATLANTIC CITY, N. J. MAY 16-17 





Four Guest Speakers Include David C. 
Gibson, Ralph Richman, S. H. Whipple 
and Dr. H. M. Stevenson 





Four guest speakers have accepted the 
invitation to appear before the Bureau 
of Personal Accident & Health Under- 
writers in annual convention session May 
16-17 at Claridge Hotel, Atlantic City, 
N. J. The speakers are David C. Gibson, 
vice-president, Maryland Casualty, in 
charge of advertising, and who is respon- 
sible for that company’s two accident 
insurance sales promotion campaigns— 
the rabbit’s foot and broken mirror 
themes; Ralph E. Richman, vice-presi- 
dent, The National Underwriter; Sidney 
H. Whipple, special representative at 
Hartford of the Retail Credit Co., and 
Dr. Hector M. Stevenson, associate medi- 
cal director, Aetna Life. Dr. Stevenson’s 
topic is “Physical History in Accident 
Underwriting.” 

The bureau’s program makers have 
arranged the agenda for the forthcoming 
convention so that only one committee 
report—that on underwriting by George 
Goodwin, Connecticut General—will be 
heard on the opening day instead of 
receiving all reports in one day. Thos. 
Hook, Standard Accident, the 1940 chair- 
man of the bureau, is scheduled to lead 
off the first day’s program and the first 
two named guest speakers—Gibson and 
Richman—will also speak. 

3esides coniumittee reports the second 
day’s session includes the addresses of 
Messrs. Whipple and Stevenson and elec- 
tion of officers. The annual banquet, 
always the social attraction of the con- 
vention, will take place that evening. 
\rrangements for golf are also being 
provided. 


N. Y. BILL DEFINES GROUPS 





Affects Blanket Accident and Health 
Insurance; Colleges, Associations, 
Fire Departments 
Assemblyman Piper of New York has 
introduced a bill to amend subdivision 1 
of section 225 of the insurance law in 
regard to blanket accident and health 

insurance. It provides: 
“1. Any policy or contract 
against death or injury resultin 


r from accidental means whic! 





of persons conforming to the 


one of the following paragraphs a) 


(e) inclusive shall be deemed a blanket accident 
policy Any policy or contract which insures a 
group of persons conforming to the requiremer 
of one of the following paragraphs (c) or | 

e) against total or partial disability, excluding 
such disability from accident or from accident 
means, shall be deemed a blanket hea 
surance policy. Any policy or contract 


strance which combines the coverage of blanket 
le} 


accident insurance and of blanket heal 


surance on such a group of pers 
deemed a blanket accident and healt 
policy; 

“(a) Under a policy or contract 
any railroad, steamship, motorbus or airplane 
carrier of passengers, which shall be deemed 
he policyholder, a group defined as all per 
sons who may become such passengers may 


bodily injury either 


being such passengers. 


be insured against deat! 
while, or as a result of, 
“(b) Under a policy or contract issued to an 


(Continued on Page 38) 
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Wade Fetzer, Jr., Sees Agents’ Value 
Wane Unless They Follow New Road 


Wade Fetzer, Jr, Chicago, says that 
no longer can companies or their agents 
look to the future growth of the country 
to provide for their own growth. ¢ hanges 


will be brought about in this business 


which will not be the result of one’ 
individual likes or dislikes, but will be 
caused by the inevitable operation ol 
economic law and, declared Mri Fetzer, 
“if we are smart we will try to antici 


pate these coming changes and be pre 
pared for them, even ahead ot them.” 
Mr. bketzer is vice president of W \ 
Alexander & Co. one of the country’s 
largest agencies, and a member of the 
executive committee, National Associa 
tion of Insurance Agents. He was ad 
dressing the mid-year meeting of the 
Minnesota Association of Insurance 
Avents, his talk being one of the high 
spots of the convention. He made the 
point that during most of the lite ot the 
insurance business its rapid growth had 
already vuaranteed by economic 
conditions Phe chiel problem of the 
companies’ agency departments was to 
obtain the largest number of 
points of contact distributed advantage 
ously geographically. The agents’ chiet 
problem was that of capacity to furnish 
insurance in the amounts required 
Change Came Ten Years Ago 
That situation continued more or less 
uninterruptedly until about ten years 


avo when the growth of new insurabk 
Phere were 


been 


possible 


property ceased or receded 
numerous insurance conipanies, many of 
them new, whose underwriting capacity 
continued to imerease In fire imsurance 
rates declined, self-insurance was prac 
ticed and there was competition amon 
agents, and among agents and those who 
would eliminate them. Price competition 
met price competition and agents began 
both a price and a quality 
company. The whole business adopted 
a policy of resistance to fundamental 
change, defending its own position and 
not listening to criticism. Companies and 
wents had diagnosed the situation in 
correctly. Fundamental economic change 
was regarded as an illness. Then came 
the reversal in economic balance 
Sales Officers’ 
Mr. Fetzer looks for a reduction in the 
number of companies, as he considers 
that there are too many now The 
history of the automobile business will 
probably be repeated in insurance. Sell 
ing methods will change He believes 
that within a few years the top 
officer in a company will be considered 
equal if not of first rank among the 
chief company officials Underwriting 
and financial men will not longer outrank 
salesmen Company managements will 
use research more—public opinion re 
search Cost accounting will be em 
ployed to an extent not practiced now 


representing 


Importance to Increase 


sales 


and it will result in a departure from 
the straight and universal percentage 
method of compensation. Policy forms 


will be broadened and the underwritin 
attitude toward some lines will change 
from the concept of a large profit on 
a small volume to a smaller profit on less 
volume. 

Meanwhile the agent will be 
for he has lost his former position of 
being a necessary source of production 
Business will be obtained by mail; it 
can be so obtained today, and because 
of the carrying capacity of companies 
the agent is not of importance in that 
Therefore the question arises, 
what avenues of usefulness are open to 
the agent? Mr. Fetzer held that one 
of the most important spheres of us« 


aliected 


respect 


WADE FETZER, JR. 


fulness of the agent will be his ability 
to instill confidence by the buyer of in 
surance in the companies in which he ts 
sured 
Agent’s Value as Counsellor 
lo do this successfully the agent must 


represent one grade of company, not 
two or more; he must sell either quality 
or price insurance only If he chooses 


the former his name can become a 
trademark Another way in which the 
agent can be valuable is in selling the 
insurance classes in which the risk ts 
not obvious \t the present, in fire and 
workmen's compensation insurance, there 
is no real selling involved. That ts not 
however, in fidelity bonds, 
boiler and machinery, use and occupancy, 
products and contractual liability and 
many other More important 
than any of these Mr. Fetzer considers 
the agent's value as a counsellor. In- 
surance is complex. Simple standard 
coverages rarely provide maximum or 
proper insurance for business. Trivial 
mistakes or oversights can cause serious 
difficulties. Those in some of the most 
common protessions have gained confi 
dence of the public because they have 
mastered the details of their professions 
by much painstaking effort. 

Mr. Fetzer hammered home that insur 
ance agents must tollow a similar proced 
ure if they wish to possess a similarly 
acquired value in the eyes of the in- 
suring public which will make it willing 
to pay the price of the 
in the cost of insurance. 


the case, 


classes. 


agent’s services 


NEW BOND REQUIRED 

\ law passed by the City of New 
York and effective March 30 requires 
all applicants for a certificate of license 
to install oil burning equipment to file 
with their license a t bond in a penalty of 
$2,500. conditioned: “for the payment of 
any loss or damage suffered by any 
person by reason of failure to install 
such equipment in accordance with the 
rules of the Board of Standards and Ap- 
peals relating to oil burners.” The rate 
tor this class of bond is $5 a thousand 
per annum on the penalty of the bond. 


UNEMPLOYMENT ACT SCOPE 

Insurance or investment agents would 
be specifically exempted from provisions 
of the New Jersey unemployment com- 
pensation act under terms of a bill in- 
troduced in the Legislature by Assem- 
blyman R. Graham Huntington of Essex. 





CHICAGO COST RULES OPPOSED 


Agents Writing Casualty and Surety 
Meet and Denounce Most Recent 
Acquisition Regulation 
Chicago Insurance Agents Association 
members have expressed strong opposi- 
tion to the latest casualty and surety 
acquisition cost rules for Cook County. 
Opposition is based principally on two 
claims: that the present rules do not 
effect any reduction in acquisition cost; 
and second, the proposed plan of en- 
forcement places all authority in a group 
of company managers whom the agents 
feel are in competition with them and 

without any limit on their expenses. 

At a meeting of the agents held March 
13 sentiment was that the present rules 
permitting five top commission offices 
could not possibly effect any reduction 
in cost. It was said that there are now 
thirty-seven companies which have fewer 
than five top commission offices and 
which are therefore eligible to seek more 
xeneral agency appointments. Those at 
the meeting also opposed as a matter of 
principle the “freezing” of the present 
appointments of all companies, but as 
a matter of practical negotiation opinion 
differed as to whether the agents would 
be in a stronger position to agree to the 
“freezing” and to start new from the 
present situation, or whether they should 
stand on principle and fight for the 
restoration of the old rules limiting top 
commission offices to two in the county 
and two outside. 


IN DEMAND AS SPEAKER 
M. W. Lewis, Tenner Bureau Head, Ac- 
cepts Milwaukee Invitation April 17; 
Talked at Minn. Agents’ Meet 

Martin W. Lewis, president, Towner 
Rating Bureau, is in demand these days 
as a speaker at agents’ conventions. Last 
week he made a quick trip out to Min- 
neapolis to address the mid-year meet- 
ing of the state association of insurance 
agents. He arrived from New York at 
3:30 pan, and at 3:45 p.m. he was on 
the speakers’ platform, a participant in 
a program arranged by the Surety Asso- 
ciation of Minnesota. Mr. Lewis’ subject 
on this occasion was “Fidelity Business 
from the Viewpoint of a Rate Maker” 
and he stressed that this field is the 
most uninsured of any, that it offers 


-— 


Group A. & H. Bill 


(Continued from Page 37) 
employer, who shall be deemed the policyholder, 
group of employes defined by 
reference to exceptional hazards incident to such 


covermg any 


employment, insuring such employes against 
death or bodily injury resulting while, or from, 
being exposed to such exceptional hazards, 
“(c) Under a policy or contract issued to a 
school, or other institution of learning 
or to the head or principal thereof, who or 


which shall be deemed the policyholder, 


college, 


“(d) Under a policy or contract issued in 
the name of any volunteer fire department, which 
shall be 


less than twenty-five members, covering all of 


deemed the policyholder, having not 
the members of such department. 

“(e) Under a policy or contract issued to 
and in the name of an incorporated or unincor- 
porated association of persons having a common 
interest or calling, which association shall be 
having not less than 
covering all of the members of 
such association,” 


deemed the policyholder, 


fifty members, 


American Surety Names 
DeLand, Warrack Managers 


Harold F. DeLand becomes manager 
of the Cleveland branch, American Sure- 
ty and New York Casualty today, Fri- 
day. Formerly assistant manager, he 
succeeds G. Hurlbutt, resigned. Born 
in Utica Mr. DeLand joined the com- 
panies’ Columbus branch in 1930, trans- 
ferring to Cleveland in 1935. 

Kenneth IF. Warrack, assistant man- 
ager, San Francisco branch, has _ been 
appointed manager of the Seattle branch. 
W. J. Lyons and S. H. Melrose, former 
managers of Portland and Se attle respec- 
tively, will continue as resident vice- 
presidents of both companies. Born in 
Sausalito, Cal. Mr. Warrack started 
with the companies in 1923. 





great opportunity for development at a 
time when public receptiveness to fidel- 
ity coverage is on the increase. That 
evening he was the guest of honor at a 
dinner given by the surety association. 
Mr. Lewis’ next speaking engagement 
is April 17 in Milwaukee before the 
Wisconsin Association of Insurance 
Agents. His topic, well timed, is “Public 
Relations in the Surety Business.” 


New Jersey Agents Organizing 
Safe Walker Clubs in State 


The New Jersey Association of Under- 


writers in cooperation with the county 
boards is sponsoring an accident preven- 
tion project which consists of organiz- 
A “safe walker” 
is one who pledges that he will not com- 


ing safe walker clubs. 


mit any of the four faults of pedestrians 
which result in so large a proportion 
of all persons killed or injured in auto- 
This program which 
is being organized under the chairman- 
ship of William T. 
the Century 


mobile accidents. 
Ashby, who represents 
Indemnity in Newark, was 
put before the recent mid-year conven- 
tion of the association and received a 
fine reception. Many present signed the 
pledge on the spot, indicated their will- 
ingness to organize pedestrian clubs in 


their home towns. 

The March issue of The New Jersey 
\gent, official organ of the state associa- 
tion, contains an article by Mr. Ashby, 


who is chairman of accident prevention 
activities for the organization. In it he 
points out that 35% of all persons killed 
or injured in automobile accidents in 
the more densely populated parts of 
New Jersey are pedestrians. Nearly 86% 
of these 35% (or 30% of all persons 


killed or talnced i in automobile accidents) 
are killed or injured as a result of four 
Those four faults, 


faults of pedestrians. 





and the percentage of all pedestrians 
killed or injured who are killed or in- 
jured because of each of them, are: 
Crossing between intersections 26.5%; 
crossing at intersections, no signal 248%; 
coming from behind parked vehicle 
194%; playing in streets 15.1%. 


Plan of Enrollment 


It is proposed to explain the plan to 
employers in stores, offices and manu- 
facturing plants and to school officials 
and the heads of other organizations, 
and to ask for their cooperation in en- 
rolling all the members of their groups 
in a safe walker club. If their coopera- 
tion is promised, they will be furnished 
with an enrollment form, a membership 
card and a lapel button. It is believed 
that the police will cooperate by pick- 
ing up the safe walker club membership 
card of persons wearing the lapel but- 
ton and whom they see committing any 
of those faults and sending it to his 
employer or school or to the other organ- 
ization through which he enrolled, for 
such discussion as they may think is 
proper. 


VA. BOND RATE REDUCTION 


Rates on bankers’ blanket bonds in 
Virginia will be reduced slightly under 
changes approved by the State Corpora- 
tion C ommission. The changes will also 
result in a broadening of coverage. 











